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INDUSTRY ANSWERS THE CALL! 





32,145 Firms With Over 
17,700,000 Employees 
ewe lesvolticd the. . 


PAY-ROLL SAVINGS PLAN 
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Have YOU Started the Pay- Roll — 
Savings Plan in YOUR Company? Plan Easy to Install 


MAKE EVERY PAY-DAY... 


U.S. Defense BONDS * STAMPS 





; ; . Like all efficient systems, the Pay-Roll Savings 
Like a strong, healthy wind, the Pay-Roll Savings Plan is amazingly easy to install, whether your 


Plan is sweeping America! Already more than employees number three or ten thousand. 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 


and the number is swelling hourly. 


But time is short!..More and more billions are 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bonds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 

Do your part by installing the Pay-Roll Savings 
Plan now. For truly, in this war, this people’s war, 
VICTORY BEGINS AT THE PAY WINDOW. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 
Washington, D. C. 


PosiTION: -**" 
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THIRTY-SEVENTH ANNUAL STATEMENT 
DECEMBER 31, 1941 


ASSETS 


Bonds 
U. S. Government 
State, County and Saidead 
Federal Land Bank 
Rail Road A 
Public Utility 
Industrial 
Other Bonds 


Total Bonds 


Mortgage Loans . 
Cash " 

Stocks . 

Policy Loans oni Pennine Notes 
Collateral Loans . 5 

Home Office Building . 

Other Real Estate : 

Real Estate Sold Under Cusnnnes 
Deferred and Uncollected Premiums 
Interest Due and Accrued and Other Items 


Total Assets 


$11,333,988.10 
13,062,830.18 
798,313.81 
2,247,932.52 
3,927,160.98 
4,738,860.00 
424,123.04 


. $ 36,533,208.63 


24,340,044.08 
17,121,009.93 
5,505,735.85 
6,127,936.49 
161,011.96 
653,769.14 
6,824,847.98 
282,453.18 
2,414,785.97 
729,395.73 


. $100,694,198.94 





The market value of Bonds as of December 31, 1941 was 
$2.509,086.45 more than the amount carried in this statement. 


LIABILITIES 


Policy Reserves 

Additional Policy Owners? ‘Pends 
Premiums and Interest Paid in Advance 
Claims Not Yet Completed or Reported 
Reserved for Taxes . . 
Miscellaneous Liabilities 

Reserved for Real Estate 


Total Liabilities 
Capital Stock 
Investment Contingency ae 


Special Reserve 
Surplus 


Surplus Protection to Policyholders 


To Balance Resources 


INSURANCE: IN FORCE: 


INDUSTRIAL DEPARTMENT 
E. A. REES, Manager 


* 


. $ 78,234,167.00 
1,286,584.33 
985,396.08 
588,674.60 
498,290.60 
895,522.57 
1,750,000.00 


$ 84,238,635.18 
$ 2,000,000.00 
2,500,000.00 


1,000,000.00 
10,955,563.76 


$ 16,455,563.76 
- $100,694,198.94 


$884,261,702.00 


ORDINARY DEPARTMENT 
G. S. McCARTER, Supt. of Agencies 


American National 
INSURANCE COMPANY 


ey VAS 10)\ 9 TEXAS —W. L. Moody, Jr., President 
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New Little Gem 
Life Chart Full 
of Valuable Data 


Numerous Changes Made 
by Companies Are in Book 
to Be Issued Shortly 


Seldom if ever before have important 
changes in rates, values, dividends, re- 
serves and settlement options been so 
exceedingly widespread as in recent 
months. In addition to the sweeping 
and complete changes made by Metro- 
politan and Prudential, more than half 
of the billion dollar companies have 
made changes of real consequence. Be- 
sides these, so many other companies 
have changed their setup, many of the 
changes including rate increases, that 
almost 500 out of the 700 odd pages of 
the new 1942 Little Gem Life Chart are 
different from last year’s issue. The 
whole picture this year is a brand new 
one. 

Some of the changes are being an- 
nounced coincident with publication of 
the new Little Gem. Thus all life in- 
surance field men are eagerly awaiting 
the release of the new 1942 edition 
which will be off THe Nationa UNDER- 
WRITER press next week. Since the new 
Little Gem covers not only more com- 
panies than any book of its kind but also 
includes numerous valuable exclusive 
features, it is undoubtedly the most ef- 
fective answer to the fact and figure 
problems of agents operating under to- 
day’s changed conditions. While cer- 
tain of its features are separately avail- 
able from other sources, only from the 
Little Gem can one obtain all of the 
many facts and figures that it provides 
in a single, conveniently sized publica- 
tion, 


Shows Settlement Option Incomes 


One of the Little Gem’s important ex- 
clusive features is its showing of the 
incomes payable under settlement op- 
tions for all policies issued since 1910. 
No other similar book provides this 
data, which is so useful in programming 
and selling the income idea. By an in- 
genious index to dates of issue and some 
500 income tables the Little Gem gives 
the incomes payable on practically every 
life insurance policy in force today. 
Only with this information is an agent 
properly equipped intelligently to advise 
people on how life insurance can be set 
up to serve individual needs to the best 
advantage. This special “programming 
section” of over 60 pages includes all of 
the essential basic income figures used 
in most modern effective selling plans. 

For each of more than 160 companies 
the Little Gem shows an analysis of the 
policy, followed by rates for from 12 
to as many as 48 contracts per company. 
In all, rates are shown for over 2,700 
ordinary contracts, hundreds more than 
other books provide. Disability and 
double indemnity rates follow. Cash 
values including those at the retirement 
ages of 55, 60, and 65 and the incomes 


Survey Changes in Standing Pressing Problems 
in “In Force” Exhibit 


The year 1941 resulted in most com- 
panies making very substantial gains 
in insurance in force. There are now 
20 companies having one billion or 
more in force. This is a gain of two 
over 1940. Western & Southern and 
Provident Mutual are the new additions. 

In the 100 million class there are 10% 
companies as compared to 100 last year. 
Liberty Life, S. C., (formerly South- 
eastern), Knights Life, Cuna Mutual, 
Boston Mutual, Liberty National, and 
Continental of W ashington, D. C., are 
the newcomers in this class. 

In the first 25 group, four companies 
advanced one in the standings. Union 
Central is in 15th place now. Western 
& Southern ended 19th. National Life 
& Accident went into 22nd place, con- 
tinuing the advance registered since 
1937 when it stood 32nd. London Life 
in 25th also contaned to gain, having 
come from 30th place in 1937. 

Six companies ranking from 26th to 
50th place advanced in the past year. 
Occidental Life of California advanced 
eight places while gains of four places 
were made by Continental Assurance 
and Life of Virginia. Kansas City Life, 
Jefferson Standard and Life & Casualty 
each advanced one place. 


Other Advances Are Made 


Liberty Life of South Carolina, 
formed with the merger of Southeastern 
Life, formerly 124th, and Liberty Life, 
114th, moved up 48 places to land 76th 
in the ranking. 

Five companies advanced 10 or more 
positions. Southern Life & Health, 
gaining 12 places is in 149th position. 


payable on current contracts come next, 
followed by dividend and net cost ex- 
hibits in_the case of participating com- 
panies. Detailed summaries of costs are 
shown at every age for both 10 and 20 
year periods. Costs of ordinary life and 
popular special contracts are illustrated 
for every age of issue, other forms being 
shown at five year age intervals. Ac- 
tual dividend histories are also shown 
with detailed summaries. 

Careful coverage of the finer points is 
one of the objectives of the Little Gem 
as is well exemplified by its treatment 
of disability and double indemnity. In 
the new edition more than 100 variations 
in recognized disability and the restric- 
tions on disability and double indemnity 
are shown to cover the many shades of 
interpretation used by different com- 
panies. 

Other important sections of the Little 
Gem include those devoted to juvenile 
insurance, to immediate annuities, to in- 
dustrial insurance and to the financial 
and operating reports of more than 225 
companies. The section of business fig- 
ures which consists of some 60 pages, 
gives 20 different items from the state- 
ment of each and shows them for a four 
year period. No other similar book pro- 
vides anywhere near as broad a cover- 
age of this financial and business data 
as does the Little Gem Life Chart. 

Among other special showings is a 
section giving high spots on the larger 
companies, in convenient tabular form. 


in 127th place, advanced 
11 places, while Cuna Mutual, 101, 
State Farm, 115, and Old Republic 
Credit 137th, all advanced 10 places. 
There were 10 companies that moved 
up five or more places but less than 10. 
United States Life, by advancing nine 
places, is now 125th. Supreme Lib- 
erty, by moving up eight, is 129th and 
Gulf Life, advancing seven, is in 81st 
place. United Benefit moved up to 63rd 
position, a gain of seven places. Se- 
curity Life & Trust and Union Mutual 
each advanced six places now being in 


Carolina Life, 


123rd and 109th places respectively. 
Shenandoah Life, Interstate Life & Ac- 
cident, North Carolina Mutual and 
Home Security, by moving up five po- 
sitions, are in 55th, 131st, 140th and 
148th places respectively. 
Positions Are Improved 

Protective Life, 78, Business Men's 
Assurance, 80, Home Beneficial, - 
Durham, 114 and Texas Prudential, 138, 
bettered their positions by moving a 
four notches. Peoples, D. C., 70, Provi- 


dent Life & Accident, 72, Knights, 98, 
and Montreal Life, 139, each moved up 
three spaces. 


Commonwealth Life, 69, Industrial 
Health & Life, 84, Manhattan, 108, 
Liberty National, 104, Reserve Loan of 
Texas, 141, and Western Life, 144, all 
stepped up two. spaces. California- 
Western States, 52, Washington Na- 
tional, 56, Mutual Trust, 65 and North- 


147, each advanced one place. 

The figures are taken from reports to 
THe NATIONAL UNDERWRITER for inser- 
tion in the Unique Manual Digest. 


ern Life, 


Furthermore, the Little Gem gives the 
answer to all sorts of questions that 
come up in working with people who 
already own life insurance and is espe- 
cially helpful with those who think they 
have enough because it tells just what 
incomes are available from present in- 
surance as well as what the retirement 
values are, what pensions would be pay- 
able from social security and how much 
more is needed to accomplish desired 
purposes. The social security informa- 
tion in the Little Gem really tells the 
whole story in a nut shell. With it the 
agent can get the answer quickly and 
without computation. 

Both Massachusetts and New York 
state savings bank life insurance and 
the U. S. government’s National Service 
Life Insurance are fully covered in the 
new edition. Thousands of agents have 
found that the extra information cov- 
ered in the Little Gem gives it an impor- 
tant extra value to them and in a year 
of sweeping changes such as the present 
one, this extra information including 
data on local companies makes the new 
edition particularly useful. 

Advance. orders for the 1942 Little 
Gem will be delivered shortly in se- 
quence as ordered. The single copy 
price is $2.50 and special company club 
rates are allowed to all agents. Orders 
should be addressed to the Statistical 
Division, The National Underwriter 
Company, 420 East Fourth street, Cin- 
cinnati, O. 


Brought On by War 
Viewed by N. Y. Men 


State Association Holds 
Annual Managerial Con- 
fab at Saratoga Springs 


By R. B. MITCHELL 


In realistic and mature fashion the 
annual managerial conference of the 
New York State Life Underwriters 


Saratoga Springs dealt 


with the pressing problems arising out 


Association at 





J. G. PARKER 


of the war and gave some long range 
consideration to what is going to hap- 
pen when the war has ended. Because 
of the great interest in these matters 
and the success of last year’s initial 
conference, there were about 130 on 
hand from New York City, upstate, and 
the various home offices as against 
about 100 last year. 

From J. G. Parker, general manager 
Imperial Life, they learned how Cana- 
dian companies and agencies are meet- 
ing war-engendered problems which 
the United States will shortly have to 


face, from V. L. Bushnell, second vice- 
president Equitable Society, what can 
and should be done to bolster the 


ageut’s war-disturbed morale, from Su- 
perintendent Pink of New York of op- 
portunities for progress opened up by 
the precedent-shattering influence of 
war. C. J. Zimmerman, ‘Chicago general 
agent Connecticut Mutual Life and 
N.A.L.U. law and legislation chairman, 
brought the latest word on the federal 
income and estate tax situation, and S. 
A. Holme, General Electric Company, 
told what that corporation is doing to 
promote long-range thinking on post- 
war problems throughout industry and 
(CONTINUED ON PAGE 6) 
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nsurance in Force on Dec. 3l 





Metropolitan 

PO, ssause $7,648,26 
Grp. 4,819,059 
Prudential ........+++- 
Ind, oboe 4,096,008 
Grp. si i ec 1,908,058,¢ 
Eauitable, N. Y....«.+ 
GED. crce- 274,156,055 
New York Life........ 
Travelers . 

Grp. vee $12,199,803 
John Hancock 2.2... ++» 
i Ae 141,908 
Je en ,982,832 
Aetna Life Terre 
Grp. ..... 2,845,000,920 


Northwestern Mutual 
Mutual aoe a 


Sun Life, Can 
ig eer 503,008,208 
Mutual Benefit 
Penn Mutual s 
Massachusetts Mutual.. 


New England Mut.... 
Union Central ... 
Connecticut Gener: il. 


STP, coscs 436,5 
Lincoln “National 
Grp. . 35,084,917 
« ‘onnecticut Mutual. 
Western & Southern 








ING. cs0s 684, 

Grp. ‘ 6, 

P rovident Mutual...... 
American National 
POG: céasd 639,465 
Grp 1,786, 





3ankers, la. 


























London Life 

ING, 2.02 

oe 57,502,097 
General ‘Americ an 

Grp. : 418,: 
Phoenix Mutual Sitpuel Wwwos 
Occidental, Cal. ines 
Grp. ou 180,049,370 
Great West Papakea 
Grp. bch dere 54,996 
State Mutual ox o60<:06 
Life of Virginia... 
tC , anes 388,102 
Grp. . §,212,1 
Equitable, Pin Salen aig 
Mutual Life, Can 

Cy 28,2 
Manufacturers ‘ 

CRED, . caine 11,477,: 
National Life of Vt 

ms acific Mutual 
(aes 

Reliance: Life: .. 066.2% 
Guardian 

Ind. 

Grp. 

Kans s City Life 

Grp. 2,757,008 
Northwestern National 
og ee 92,601,912 
Home iAfe, WN. Y.....% 


Jefferson Standard.. 
Acacia Mutual 
Confederation 
Grp. 3 
Southwestern . 
fo ° : 
Fidelity Mutu: ; 
_—— ntal <Assur.. 
Grp. 178,099, 
Monumental 

Ind. 














397 














Life & Casi 

J: er 23 

to —_——— 1,598,000 
_—- rial, Canada... 
Grp. 7,419,6 


American " United. . 
Cal.-Western St: 
Grp. P 22,956,36 
Great South e rn 
GEO, «cvs 
Minnesota 
Grp. 
Shenandoah 
Grp. 
Washington 
Ind. 
Grp. 








atutus 
39,761,161 








serkshire 


Ohio National ...... 

|S So 64,849 
Grp. ae 974,500 
Pranutiin. Life «0.05% 
Grp. ee 721,447 
Mass. Savings Bank 

Grp 12,142,850 


United Benefit 
Dominion 
Grp, s. 
Mutual 





Trust 





Southland Life ee 
Grp. 5,616,813 
< ‘olumbian National 

CY: ae 26, 

Grp. 8,075,886 
State, Indiana ........ 
Commonwealth ....... 
J Sireere 91,686,132 
AED: vs50% 868,532 





or a3 








,507, 


Ol 





nsurance 


_in Force 





226,148 


,549,175,369 


302,939 


3,883,405 
679,838,079 


044,674,863 


9 
9,263 


(114,070,806 
2,026,094,917 


025,443,549 
658,971,083 
343,919,897 
300,770, 


,183,110,270 





020,727,883 


884,261, 


709 
702 
879,655,856 


815,170,716 


$0,085 


784,0 
7 209 


82,047, 


711,022,241 


629,258,725 
622,692,574 
619,950,305 
619,766,958 
618,720,038 
609,364, 


606,104,139 





§00,130,230 
596,126,117 





524,027,616 
515,649,969 





502,5 


90,672 








446,133,¢ 
439,357,205 


105,210,008 





3 940,982 
367,046,445 





302,168 


958,179 





289,678,123 








,359,641 


247 


,787,005 


246,564,439 


238,° 





237,729,080 





224,189,130 
30,418 





216,131,485 


209,080,341 


202,786,472 
196,711,244 











,856,799,072 | 


919 | 





194 | 








Rank 


1942 1941 
70 73 
71 «668 
72 «#75 
73 «#69 
74 #72 
75 #74 
76 124 
i7 «676 
78 82 
7 «644 
SQ 84 
Si. 88 
82 78 
83 79 
S4 86 
85 85 
S6 SO 
3 ee) | 
88 81 
89: 33 
90 89 
91 90 
92 87 
93 92 
94 93 
95 94 
96 95 
97 96 
98 101 
99 97 
100 98 
101 111 
102 102 
108 99 
104 106 
105 105 
106 100 
107 108 
108 110 
109 115 
110 108 
111 107 
112 104 
113 113 
114 118 
115 125 
116 109 
a27 212 
118 116 
119 119 
120 117 
121 121 
122 120 
123 129 
124 122 
125 134 
126 123 
27 138 
128 132 
129 137 
130 127 
131 136 
1832 130 
133 13 
134 126 
135 128 
136 1383 
137 147 
38 135 
39 142 
40 145 


Peoples, D. C...005%0% 
Ind, ‘ 
Pan-American 
oe 

Provident L. & 
Grp. 

Central 
N. A. 
Cowntey 
Grp. . 
Liberty 





Life, 
Reassurance.... 
Life 





Life, 











Business Men’s Assur.. 
14,127,678 





Grp. 

( ‘olumbus. 
Guarantee 
Industrial L. & 
Equitable, D. C 


3,719,900 
Mutual...... 





GS ‘wasee 88,756,608 
SED... ass 636,500 
Contine nt: al American. 
Grp. 79,100 
Home Beneficial 

iL 

Atlantic 

Grp 


Ss 
Colonial 
ae 





88,745,889 





Grp... 3,163,004 
bg est C oast Lif 
fy Ld 





Midland Mutual 
Bankers, Neb 
te: CC) a rel 
Indianapolis 
Baltimore 
ae 
Illinois Be 

















Meights Life ......... 
ot ees 78,73 
Northern Life, Wash. 


Grp. i 15,937,499 
Joe oo 
Cs en 584,000 
Cuna Mutual 

Boston Mutual........ 
eer 68,401,819 
Volunteer State ....... 
Liberty National...... 
hh era 57,885,100 
Continental Life, D. «. 
RS, caleisc 85,016,745 
Alliance Life 

Grp. 





Security “Mutual, MN 2. 
PERM OETA ais siceiw se cee 
Union Mutual ........ 
Kureka-Maryland ..... 
Ind. 34,214,310 
Grp. . 
Amicable 
GED. isa 
American 
seneficial 
SEDs. Scud 
Durham 
Ind. 








Grp. 
Central, 
Ind, 








Old Line 

3ankers 

Ce 7,510,062 
Grp, , 64,100 
Union Labor: oi.ci-es.s ccs 
Grp. 70,976,700 
MOURPAL sc.5 ssureeiotinwin 
CO re », 400 
PDs scene 5,126,648 
Lutheran Mutual ..... 
PMMOLr TALC sie iscce cee 
Security Life & gut 
TD. sic 356,125 
North Ame rican, Ill. 
SEND: 6 a 27,950 
United State s Life bipisa ts 
Grp. 8,518,843 


Oregon Mutual 





Carolina: Lite i636 606s 
Lt 62,474,058 
Texas Prudentia 

if See 37,854,897 


Supreme Liberty 
Ind. 














Grp. 285,400 
Teac hers ‘Ins. & Ann.. 
Interstate L. & A..... 
— cen sie 56,680,811 
Grp. 6,000 
4 resby ter rian Ministers. 
Capitol 

Grp. . 

Monarch Life, Can. sien 
PORTIS IAN hissiaié-sye sos 
Ly See 59,280,348 
National Life, Can. 
to re 2,187, 
Old Republic Credit 
Grp. 1,343, 





Farmers 
Montreal 


& Bankers.. 


North Carolina Mut.. 
SS ee 35,761, 304 
Grp. 982,567 


Insurance 
in Force 


| 


180,908,238 | 


180,831,772 


176,406,810 





166, 341, 


165,284,643 


59,946,676 


158,895,838 





157,114,738 | 


152,491,802 | 


149,300,654 


O11, 





140,564,65 


131,404,467 


129,810,660 


530 | 


129,020,914 | 





118,164,857 
110,074,328 


104,642,737 
103,589,635 





102,842,944 
102,650,505 


100,763,143 


100,513,993 








99 
97,177,¢ 
96,831, 919 


92,054,499 


91,126,419 


90,182,080 
90,078,963 





87,666,736 | 


86,345,380 


85,976,365 | 





83,095,572 | 


| 
81,902,094 | 





72,830,031 


71,422,411 
hate 


1,3 
1,189,230 


7 
70,046,749 
66,753,682 


66,648,400 
66,502,692 





65,062,128 
4,960,103 


63,791,935 | 21 


60,834,361 
59,380,156 
57,730,690 








Rank 











































































1942 1941 
141 143 Reserve Loan 
TGQ. oss 
Grp. aig 
142 1389 +Atlanta ti ife; Ge.....<s 
DG. ieee s 47,100,437 
143 141 P via Ve Rn ene eras 
GUD: ios 686,034 
144 146 Western Life atannte wines 
145 140 Philadelphia Life...... 
Grp. . 121,500 
146 144 National Guardian, 
147 148 Northern Life, Can. 
CPD; 0:3 2 (643,500 
148 153 Home Security 
DOG. “sss: 47, 
149 161 Southern L. & H. 
A ane er 4 
150 149 United Fidelity ....... 
151 Farm Bureau .....65. 
i 
152 Peninsular 
ot) ao ea 8: 
153 Farmers & Traders.... 
154 Kentucky Home .. 
Grp. we 19,443,583 
155 United: fie Ais oases 
Grp. ‘ 51,000 
156 Sec urity Life & Acci.. 
157 Gate City 
DAV Nias oo 
Cg 
158 New World 5 csak3s os 
159 Continental Life, Can. 
MEPL sia, 6-0 51,000 
160 Amarperial, Ne. Cos c-ccecicns 
MDs. sera ace 31,879,784 
161 Wisconsin National.... 
BG, aes sis 2,254 
National Life, Ia.. 
Victory Life, Kans 
Equitable, Canada..... 
i —— PrOLective, . oc: 
166 Great Northern 
DAE assets ay 
Grp. 
167 GRU oie Sais On ee eee 
GT: Are 
Grp. 
168 PES isn 6 0 Seig py scresosnecacenat 
169 
POG. «e245 3 
170 Sovereign Life........ 
171 Mid-Continent ........ 
172 ar Mutual, Neb. 
Grp. 697,600 
173 Conservative, WW Wai as. 
174 Republic National..... 
175 Home State, Okla..... 
TGS 6543.5: 24,658,683 
176 Scranton Life ..<.650.5% 
leas | American Standard. ; 
Grp. ,001,450 
178 Lincoln Lsborty share Sibie ey 
179 Industrial Life an. 
UT: Cree te 21,765,502 
311,000 
160: 25, “WRU REVErC: osi55 seis 
181 oats Sra a alee ooe 
182 Reliable a 
a 30,450,560 
183 Empire L. 
oS ae 
184 Occidental, 
185 Bankers H. 
i [ee 3 
186 American L, & A., 4 
ch See 
187 Standard, 
i a 
188 LaFayette 
Grp. 611,000 
189 Expressman’s Mutual.. 
190 ¥Pennsylvania Mutual.. 
BMGs: sisiescn 23,261,410 
og | ee 19,000 
191 ene r 
Grp. 
192 ig rovide nt, N. 
193 National Aid, 
Grp. 
194 Home Friendly. 
BO press 28,269,478 
195 OMA TARO c-625-0 6820.06: 6:8 
196 United Services 
197 Fidelity Union 
198 Michigan Life 
OG ear 4,084,620 
199 Midland National. 
Co ee 
00 Union LAC, VG@i.06i60<< 
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Average New. 
Policy Continues 
fo Get Larger 


Research Bureau 
Also Finds Increase in 
Ordinary Life Per Capita 


HARTFORD—tThe average new or- 
dinary life policy issued during 1941, 
based on the reports of 73 companies, 
was $1,901, an increase of 3.8 percent 
over the 1940 figures of $1,833, accord- 
ing to figures compiled by the Sales Re- 
search Bureau of Hartford. 

The average policy issued in the Dis- 
trict of Columbia was $2,501 in 1941, as 
compared with $2,366 in 1940, an in- 
crease of 5.9 percent. 

Average new policies in selected states 
were as follows (1940 average, 1941 av- 
erage, and percentage of change, in or- 


der): Virginia, $2,381, $2,378, minus .4 
percent; North Carolina, ‘$2,279, $2,329, 
plus 2.1 percent; Louisiana, $2,291, 


$2,328, plus 1.2 percent; Florida, $2,179, 
$2,305, plus 5.9 percent; Connecticut, 
$1,654, $1,697, plus 2.3 percent; Massa- 
chusetts $1,710, $1,783, plus 4.09 percent; 
New York $1,802, $1,891, 
cent. 


plus 5 per 


Proportion by States 


Of the $82,327,323000 ordinary life in- 
surance in force in the United States 
in 72 companies having 89 percent of 
this insurance, 65.06 is carried in 10 
states; New York, 17.21 percent; Penn- 
sylvania, 8.83 percent; Illinois, 8.32; 
Ohio, 6.34; California, 5.75; New Jersey, 
4.38; Massachusetts, 4.11; Michigan, 
3.84; Texas, 3.33, and Missouri, 2.95. 
The New England states have 7.95 per- 
cent of the total. 

‘The per capita amount of ordinary 
life in force for the entire country as of 
Dec. 31 was $625, an increase of 3.7 
percent over the previous year’s figure 
of $603. The highest per capita amounts 
were: District of Columbia, $1,087; New 
York, $1,051; Delaware, $1,048; Con- 
necticut, $944; Illinois, $868; New Jer- 
sey, $866; Rhode Island, $762; Ohio, 
$755; Maryland, $701; California, $685. 
Per capita percentage gains were: Con- 
necticut, 6.5; Rhode Island, 5; Califor- 
nia, 4.8; Ohio, 4.5; Pennsylvania, 4; Illi- 
nois, 3.7; Massachusetts, 3.5; New 


York. 2. 
Number of Policies 


Number of policies in force, and best 
percentage gains during the year were: 
Connecticut, 834,724, up 7.9 percent; 
California, 2,104,101, up 6.5 percent; 
Rhode Island, 277,197, up 6 percent; 
Ohio, 2,519,900 up 5.4 percent; Illinois, 
3,397,750, up 5.2 percent; Pennsylvania, 
3,724,418, up 5 percent; Massachusetts, 
1,582,177, up 4.6 percent; and New York, 
5,001,305 up 3.6 percent. 


H. R. Bixler Personnel 
Director of Mutual Life 


NEW YORK—Harold R. Bixler has 
been appointed personnel director of Mu- 
tual Life. The personnel division will 
be made a part of the executive depart- 
ment and Mr. Bixler will report to the 
president. For the past 12 years Mr. 
3ixler has been assistant to the manager 
of industrial relations of Union Carbide 
and affiliated companies and personnel 
manager of the New York general of- 
fices. He is chairman of the ‘New York 
Employment Managers’ Association, 
and vice-chairman of the American So- 
ciety of Safety Engineers. 
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“Bar on’s’ Seems to ‘anair' Plain Talk About 
Term Plus Investment 


NEW YORK-—Suspicions that B. W. 
I.evmore, author of the current series 
of life insurance articles in “Barron’s”’, 
is out to promote the term-plus-séparate- 
investment idea appear to be confirmed 
in the third article, which appears this 
week, 

After describing the various types of 
endowments the article states that the 
big drawback in endowment contracts 
is that they never permit discontinu- 
ance of the “savings” part of the premi- 
um and continuation of payments to 
cover the insurance cost only. The 
author complains that this fact some- 
times causes people to lose the insurance 
because changed conditions may have 
made it impossible or inconvenient for 
them to continue the whole premium, 
He says that also there is the objection 
to a savings program which does not add 
to the estate in case of death before 
the policy matures, and that “for this 
reason many buyers find it preferable 
to separate the insurance and savings 
portions of their programs.’ He 
promises that later in the series he will 
show how this can be done, though 
nothing further is said about it in the 
current article. 


Shows Pro-Term Bias 


A definite pro-term bias seems to be 
shown in his repeated emphasis on the 
similarity between endowment and 
whole life. While jt is true of course 
that the whole life policy is an endow- 
ment at age 96, the author’s continued 
harping on this technical actuarial point 
seems strange in view of the fact that 
his articles are addressed to non-insur- 
ance men and are supposed to make 
things simpler for the reader rather than 
more complicated. 

In this article Mr. Levmore also de- 
scribes modified life contracts but points 


out that if anyone wants an ordinary 
life policy but cannot immediately pay 
the full premium jt is preferable to buy 
a term policy that provides an option of 
renewal or conversion to whole life. He 
contends that this alternate plan has the 
advantage of assuring the ability to con- 
tinue full protection at the low term 
rates even if the buyer cannot con- 
veniently change to the ordinary life 
rate at the time specified in the modi- 
fied life policy. 

Life insurance men may find another 
article in the same issue of “Barron’s” 
of greater interest than the Levmore 
pieces. This is the second in a series 
entitled “Do Wall Street Customers’ 
Win or Lose?” This article tells how 
200 traders operated their accounts in a 
two-year period. 

Vhile some of the traders did not do 
too badly the record is not such as to 
encourage anyone to believe that he can 
manage his money more safely and more 
profitably than a life company can do it 
for him. Experience of the 200 cus- 
tomers covered in the survey revealed 
that 98 made profits, 90 showed losses, 
and 12 came out about even. 





Chicago Branch Men Hear 
Burnett and Johns 


Herman T. Burnett, agency vice- 
president of Reliance Life, and J. F. 
Johns, superintendent of agents, spoke 
at a sales congress of the Chicago 
branch office this week. They an- 
nounced visual selling material to be 
used in an April drive for sale of the 


“Perfect Protection” policy, and also 
told of plans for nine other similar 
monthly campaigns to be conducted 


this year. 
Manager W. C. 
35. agents attended. 


Peck presided and 








tion. He 


physician’s advice, 


years. 


continue until her death. 


404 months. 


$42,076.60. 
plete the installment year. 


$42,497.30. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








INCOME FOR 34 YEARS 


It was back in December of 1906 that a railroad official 
in the middle West bought $25,000 of life insurance protec- 
was aged 52, “and there were five policies. 


Eleven and a half months afterwards, when a severe snow 
storm blocked traffic he went out on the road against his 
contracted pneumonia, and died. 


He had paid the Company only the one annual premium 
totaling $637.10 on all five policies. 
ance were that his beneficiary, his widow, 
monthly life income payments of $104.15—guaranteed for 20 
If she died before receiving 240 monthly payments, 
the estate would receive the guaranteed remainder. 
any case the payment of the $104.15 


As it happened she lived until July of 1941, which was 
almost 34 years after her husband’s death. 
received her monthly income throughout not 240 months but 
The total amount she thus received came to 
And then her estate received $420.70 to com- 


Paid to the Company, $637.10. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The terms of the insur- 
should receive 


But in 


monthly income was to 


Consequently she 


Paid by the Company, 


JOHN A. STEVENSON 
President 














What May Confront 
Life Insurance 


Vice-president of Provi- 
dent Mutual Warns 
Agents of Possibilities 


PHILADELPHIA — Only 


men sell can 


through 
the promises insurance 
their 
tainty for those they love, 
W. K. Wise, 


Mutual Life, in an 


prospects find security and cer- 
according to 
vice-president Provident 


address to the 





WILLARD K. WISE 


group of the Philadelphia 
Association of Life Underwriters. 

In discussing the many problems that 
lie ahead of insurance agents due to the 
war and its possible effects on life in- 
surance, Mr. Wise pointed out that war 
has already affected this field by the 
imposition of a war clause. “It is pos- 
sible,” he continued, “that more restric- 
tions will have to be placed on our 
policies. Our prospects among some 
groups of the population will disappear 
entirely, and will pop up again in en- 
tirely different places. Some of our pros- 
pects will leave us to man the guns at 
the front; others will leave to fight be- 
hind the guns in factory or plant. These 
things are not pleasant facts to face. 


Inflation Will Be Faced 


“Along with war we will face infla- 
tion. Inflation of a sort is already here 
in the form of increased prices. This 
inflation will work hardship on those of 
us who are not dealing in commodities 
but in the promises men live by. 

“We face mounting taxes. We have 
seen nothing yet. To forge arms enough 
to defend democracy requires colossal 
expenditures for which we and our chil- 
dren’s children shall have to pay 
throughout many years. This burden 
will fall on life insurance as a business 
and on you and me as individuals. 

“The interest rate in safe securities 


supervisors 


has been going down and down. Here 
again, the end is not in sight. This 
change has affected our sales appeal. 


Instead of being an endowment com- 
pany, we must henceforth be largely a 
protection company—whether we like it 
or not, Life insurance has largely ceased 
to be a means of accumulating wealth 
through the accumulation of interest. 
To many of us, this outlook is not 
pleasing.” 
(CONTINUED ON LAST PAGE) 








Penn Mutual Has 
Joint Council 


General Agents and 
Leading Producers Meet 
at Home Office 


Penn Mutual Life, in line with mod- 
ern principles of management, set up 
in its advisory councils three coopera- 
tive committees of general agents, 
underwriters, and home office staff. A 
session of general agents and under- 
writers, the first under the new arrange- 
ment, was held at the home office last 
week, 

The personnel of these committees is 
based on official relationships in the 
groups or on demonstrated qualification 
for the type of service to be given, 
J. A. Stevenson, president, explained. 
‘The general agents committee is formed 
of officers of the Penn Mutual Agency 
Association and delegates at large, these 
latter being leading general agents by 
yearly production based on life insur- 


ance volume, plus one outstanding 
member appointed by the association 
officers. 

The committees held two days of 


programmed activity, with group con- 
sultations with the president and chiefs 
of the underwriting, financial and 
agency departments. 

On the general agents committee 
were P. O. Works, Rochester; F. M. 
McMillan, Los Angeles; J. N. McLean, 
Jackson, Miss.; J. H. Reese, Philadel- 
phia; J. H. Sherman, Chicago; S. W. 
Ryan, Detroit; L. M. Bargeron, Bir- 
mingham; H. V. Krick, New Haven, 
and R, P. Gygli, Columbus. 

The agents attending were: Harry 
Phillips, Jr.. New York; E. I. Shobert, 
Pittsburgh; A. FE. Jahn, Spokane; 
Walker Laramore, Miami; W. S. Por- 
ter, Peoria, Ill.; Albert Hallenberg, 
Louisville; Mrs. Alice Doke, Salt Lake 
City, and Mrs. Eleanor Young Skillin, 
Chicago, 


Check Employers’ Payments 
on Group in Canada 


TORONTO — A_ new factor’ has 
emerged as a result of the war which 
will have a direct bearing on group life 
insurance in Canada. Under the wage 
and price ceilings for controlling costs 
and the consumer dollar, there is a rul- 
ing that new group contracts unless en- 
tirely paid for by employes must be sub- 
mitted to regional labor boards for scru- 
tiny, to determine whether in the light 
of wage ceilings, such contracts are tat- 
tamount to wage increases. ‘There js 
also the consideration that a large con- 
tribution by the company to group in- 
surance would cut down profits on 
which excess tax must be paid. 

‘The regulation is now being analyzed 
by group insurance authorities. It is ex- 
pected in some quarters representations 
will be made concerning the ruling’s ap- 
plication. It is retroactive to Nov. 15. 

Government decisions regarding 
group contracts for employes of govern- 
ment owned or financed plants come un 
der an entirely different heading; here, 
Ottawa reserves the right to say “no.” 
Sut, in effect, Ottawa is also reserving 
the right to say no to other group bene- 
fits being extended to employes not op- 
erating in government industries. 


Aetna Life Group 
Publicity Work Combined 


The advertising and publicity depart- 
ments of all of the Aetna Life com- 
panies are being consolidated with Stan- 
ley F. Withe as manager of the enlarged 
department. Heretofore Mr. Withe has 
been publicity manager for the cas- 
ualty, surety, fire and marine work. 
Under Mr. Withe’s general direction 
will be C. V. Pickering in charge of life 
insurance activities; R. E. Brown, Jr., 
casualty, and H. C, Pulver, fire. 





HeNATIONAL UNDERWRITER 


Ordinary Sales 
Ahead 19 Percent 
in February 


Ordinary life sales totaled $634,538,- 
000 in February, a 19 percent gain, 
bringing the total for the two months 
up to $1,636,191,000, a gain of 56 per- 
cent, according to the Sales Research 
Bureau. All sections of the country par- 
ticipated in the favorable February sales 
situation with the Pacific Coast states 
standing out in front with a 38 percent 
gain, 14 percent better than any other 
section. Sales in several states shows 
over 50 percent gains with Idaho ahead 
69 percent, Arizona 63 percent, Kansas 
54 percent and New Hampshire 53 
percent. 

Only Los Angeles, St. Louis and 
New York among the large cities came 
close to the national average sales gain 
in February, although all showed in- 


creases, as follows: Feb. Year 
Gain to Date 
%o % 
RRNA 6, vaca dl aes ak Stare tone 109 159 
RARE niga ca sob oo a Oe 115 145 
SD TOAD | 565056 wiase.5,0 0 eae 102 144 
SONNE glass istee/ ne bce en a 104 135 
Matis AMIR OBS sachs sone 0000 0 136 169 
INIDON) BMOEEG 5:54.48 9525.5\m ie eis, 129 169 
PRINBGSCIDNIA. ok.cse0s woes 108 153 
SP Uis WRNAIS ©, aah) oss, v's, orssa cate areca 134 176 


May Permit Revival 
of Industrial Endowments 


NEW YORK—Industrial endow- 
ment policies, issuance of which was 
prohibited in New York state by law 
several years ago, would be permitted 
to a limited extent if Governor Lehman 
signs an amendment passed this week 
by both houses of the legislature. It 
would permit industrial endowments if 
issued on a monthly premium basis and 
if not written on children under age 6. 

The ban on industrial endowments fol- 
lowed a campaign in which Insurance 
Counsellor Morris H. Siegel was one 
of the principals. One of the main 
arguments was that buvers were not 
aware of what kind of insurance they 
were buying. Shortly after the pro- 
hibition on industrial endowments was 
enacted, however, the New York depart- 
ment instituted a survey to determine 
how buyers felt and found that the big 
majority knew what they were getting 
when they bought endowments and that 
that was the type of policy they wanted. 

A number of racial and_ religious 
groups have a deep-rooted aversion to 
buying for their children a type of in- 
surance which seemed to yield the par- 
ents a profit in the event of a child’s 
death. The savings feature of the en- 
dowment policy overcame this objec- 
tion. 


Blackall Hopes for War 
Clause Waiver After War 


Commissioner Blackall of Connecti- 
cut in addressing the dinner meeting of 
the New Jersey Association of Insur- 
ance Agents in Newark, expressed the 
hope that after the war the life compa- 
nies will waive the continuance of the 
war rider in their policies. 

Mr. Blackall pointed out that prior 
to Pearl Harbor, the insurance compa- 
nies were not quite able to arrive at the 
definitions for a war rider that they 
had in mind and therefore each was 
waiting for the other to move and none 
was eager to move too quickly on ac- 
count of the effect on competition. The 
same diversity of opinion existed among 
the insurance commissioners. How- 
ever, when the war became actual the 
war rider clauses were promptly 
adopted. 


Peoria Life Lien Decreased 


Based on the results of management 
of the “Peoria Life Fund” for 1941, the 
Alliance Life is making a 17 percent 
reduction in the liens. This is larger 
than the lien reduction in. any previous 
vear, lien reductions having been made 
consistently from 1936 to 1941 inclusive. 
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FOR A NEW APPROACH... to justify an interview with the 


prospect who “won’t buy any more /ife insurance”... the pre- 
sentation shown above provides the Pacific Mutual under- 
writer with an ideal solution. It shows the prospect . . . easily, 
quickly, persuasively ... how his most valuable asset, his in- 
come, can be protected through Pacific Mutual’s 5-Way Plan. 
In one package the prospect is offered not only life and retire- 
ment protection, but also immediate disability protection 
covering sickness, accident and hospitalization. 

Pacific Mutual’s 5-Way Presentation shown above gives 
the underwriter something new and different to offer his 


prospects. It’s the tool that completes his selling kit. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 
A California Corporation 
HOME OFFICE, LOS ANGEEES, CALIFORNIA 
Complete Life Insurance Coverage 
Life, Retirement, Accident, Sickness and 5-Way e Participating 


and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 


PACIFIC MUTUAL SERVICE SINCE 1868 
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NEW YORK LIFE INSURANCE COMPANY 


97“ Annual Statement to its Policyholders 


The year 1942 finds this country in 
the throes of a war economy. All of 
the country’s resources, all of its man 
power must be devoted primarily to 
the winning of the war if we are to 
preserve our institutions, our freedom, 
our independence. How does this 
obligation, which rests upon every 
one of us, affect a life insurance com- 
pany and the responsibilities of man- 
agement? 


A year ago we said in our annual 
report: “The management of a life 
insurance company has a primary re- 
sponsibility to its policyholders to 
invest the funds of the company and 
to conduct its affairs so that the com- 
pany will be able promptly to meet 
all its contractual obligations to 
policyholders and beneficiaries when 
they fall due.” And we added: ‘‘The 
discharge of that responsibility car- 
ries with it a great opportunity for 
service to the public at large.” 


War, particularly so devastating 
and extensive a war as the present 
one, does not lessen in the slightest 
either this responsibility to protect 
the policyholders or the opportunity 
for service. On the contrary, because 
of the uncertainties and hazards— 
economic, social and individual— 


ASSETS 


Cash on hand or in banks......... 
Bonds: 
United States Gov- 
ernment, direct 
or fully guaran- 
Oo Vere $887,761,424.30 


State, County and 


Municipal. .... 250,425,293.23 ) 
Railroad........ 286,393,685.45 
Public Utility. ... 309,479,018.79 
Industrial and 

One 94,844,117.27 
Canadian....... 87,572,396.97 


Stocks, preferred and guaranteed. .. 
First Mortgages on Real Estate.... 
Policy Loans and Premium Notes. . 


Ww 


which are inevitably incident to such 
a war, these responsibilities and these 
opportunities are greater, not less. 


The Company has lived through 
four wars in which the United States 
was involved—the Mexican War, the 
War Between the States, the Spanish- 
American War and the First World 
War. During each of these conflicts 
the Company continued to grow in 
usefulness and service, both to the 
policyholders and to the country. It 
safeguarded its assets, it met its obli- 
gations, and at the same time, when 
needed, it aided in the financing of 
those wars. We must do no less today. 


Early in December, following the 
declaration of war, the Directors of 
the Company considered the Com- 
pany’s course of action in the light 
of war conditions. The course then 
determined was, we believe, a con- 
servative one. The reserves against 
the Company’s contractual obliga- 
tions were further strengthened, its 
real estate and mortgage loan assets 
were reappraised on a strict basis, and 
the funds held for general contingen- 
cies were substantially increased. As 
a result, a smaller amount of divisi- 
ble surplus was available for the pay- 
ment of dividends for the year 1942. 


STATEMENT OF CONDITION 


December 31, 1941 


$82,498,832.50 


This action has added materially 
to the fundamental strength of the 
Company and to the long-range pro- 
tection of the policyholders them- 
selves. This is important now that 
our country is engaged in a war which 
carries with it inevitable economic 
strains and future adjustments. 


The Statement of Condition of 
the Company which accompanies 
this report continues to reflect great 
strength. 

The year 1942 is a year for action, 
not words. In these circumstances 
this report is made as brief as possible. 


A more complete report as of 
December 31, 1941, containing addi- 
tional statistical and other informa- 
tion of interest about the Company, 
will be sent upon request. A list of 
the bonds and the guaranteed and 
preferred stocks owned by the Com- 
pany is also available. These booklets 
may be obtained by writing to the 
New York Life Insurance Company, 
51 Madison Avenue, New York, N. Y. 


Abidin 


President 


LIABILITIES 


Reserve for Insurance and Annuity 
Contracts... .. 


$2,407,683, 152.00 


Present value of amounts not yet due 
on Supplementary Contracts...... 187,483,779.16 


Policy Claims in process of settlement, 


1,966,475,936.01 


or incurred but not yet reported. .. 


10,851,350.90 


Dividends left with the Company... 130,310,435.99 


Premiums, Interest and Rents paid 


in advance..... 


13,625,731.88 


Reserved for other Insurance Liabili- 


83,492,753.00 
416,284,810.77 
285,694,325.87 


re 


5,584,893.45 
30,583,660.00 


Reserve for fluctuations of Foreign 


3,500,000.00 


Miscellaneous Liabilities........... 9,726,525.7! 
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$2,799, 329,529.16 


187,939,202.89 





Real Estate: 

Home Office..... $14,192,000.00 9 ¢ oo Currencies* ... . 

Other Properties. 78,726,884.92 eitiaeenieme 
Interest and Rents due and accrued. 27,859,040.64 
Premiums not yet received but used Total Liabilities..... ee 

in the computation of policy re- 

WIR kad, a a0 gaies 4a ou eee 31,748,518.50 _ Surplus Funds held for general 
Ds <ivesasexwanvexens 295,629.84 contingenciee 

$2,987, 268,732.05 





Of the Securities listed in the above statement, Securities 
valued at $44,350,359.18 are deposited with Government 
or State authorities as required by law. 


$2,987, 268,732.05 





*This reserve is held chiefly against the difference be- 
tween Canadian currency Assets and Liabilities which 
are carried at par. 


The New York Life Insurance Company has always been a mutual company. It started business on April 12, 1845 
and is incorporated under the laws of the State of New York. The Statement of Condition shown above is 
ain accordance with the Annual Statement filed with the Superintendent of Insurance of the State of New York. 
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Review War Problems at N. Y. Meeting 
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business. Vincent B. Coffin, vice-presi- 
dent Connecticut Mutual Life, summar- 
ized the entire program and its overall 
significance after singling out the ma- 
jor points made by each of the other 
speakers. 


Parker’s Talk Absorbing 


There was the utmost interest in Mr. 
Parker's talk both because of the trail- 
blazing that the Canadian companies 
have done in meeting the problems of 
the war and Mr. Parker’s concise yet 
colorful and human presentation. 
Though never resorting to flag-waving 
or emotional fanfare, Mr. Parker won 
enthusiastic and spontaneous applause 
such as few speakers ever receive. _ 

One effect of the war on the life 
insurance business in Canada, Mr. Par- 
ker said, is that it is forcing the adop- 
tion of efficiency moves long known to 
be desirable but hitherto difficult of at- 
tainment. For example, agents must 
now zone their calls, particularly in 
rural sections or outlying districts ot 
cities, so as to minimize the use of 
tires and gasoline. It is the agency 
matiager’s duty now to see that this 1s 
done. Men must make appointments 1n 
advance as far as possible so as to have 
more than just a hope that the prospect 


will be in. 
Developing Phone Approach 


Efforts are being made to develop the 
telephone approach. This is admittedly 
4 difficult technique but it avoids a 
great deal of traveling that would 
otherwise be necessary. Another de- 
velopment is the encouraging of ap- 
pointments with prospects in the agent's 
office. Having the interview take place 
in an agent's office adds tremendously 
to his prestige and to his chances of 
closing the sale, Mr. Parker empha- 
sized. The value of these office inter- 
views has been preached before but not 
insisted upon. ; 

Displaying his book of coupons which 
will be needed in making gasoline pur- 
chases after Canada’s gasoline ration- 
ing program gets under way next 
month, Mr. Parker said that while 
home offices are calling agents’ atten- 
tion to the necessity of saving gasoline, 
the agents are already doing so because 
of the tire shortage. Recognizing the 
essential nature of life insurance the 
Canadian government is giving life 
agents larger rations of gasoline than 
the ordinary car owner who drives his 
machine only for personal use. In this 
connection, a question from the floor 
following Mr. Parker's talk elicited 
from Mr. Zimmerman the information 
that representations had been made to 
the federal government in Washington 
and that the indications are that when 
the gas rationing plan goes into effect 
in the United States life agents needing 
their cars in their business will be 
given consideration. 


17°/, INCREASE 


Mr. Parker said that under today’s 
conditions it is essential for every agent 
to have double the number of prospects 
in his file. That business is to be had 
is indicated by the fact that Canada’s 
17 percent increase in business for 
1941 over the level of the three pre- 
vious years was accomplished with 
about 25 percent fewer agents, the 
number of ordinary agents of 21 com- 
panies writing the bulk of business in 
Canada having dropped from 8,366 in 








August, 1938, to 6,265 in December, 
1941. The number of industrial agents 


dropped from 3,000 to 2,700 during the 
same period. Full-time agents showed 
a much greater decline than part-time 
agents and brokers. Full-time men 
dropped from 5,480 to 3,827 while part- 
timers and brokers went from about 2,- 
800 to about 2,400. 

Mr. Parker pointed out that this 


change was not entirely due to men 
leaving to go into the armed forces but 
a substantial number had gone into war 
industries. This has been particularly 
true of those earning lower incomes in 
life insurance who could get a good wage 
in war industries if they had any me- 
chanical skill. 


Recruiting Has Improved 


Up to June, 1941, the war had caused 
a decline in the rate of inducting new 
men into the life insurance business but 
since that time there has been a 
definite increase in the induction rate, 
largely because of availability of sales- 
men from lines where sales have been 
affected by the war. Canadian compa- 
nies have had a great deal of success 
with automobile salesmen and electrical 
appliance salesmen. 

Mr. Parker gave some _ interesting 
data on the importance of the agent’s 
role in war time. He pointed out that 
life insurance is the only organized 
force which is set up to compel people 
to save money which the companies 
collect in central reservoirs out of 
which money is made available for war 
purposes. The total amount _— sub- 
scribed by life companies to Canadian 
war loans is some $300,000,000 greater 
than the increase in assets of Canadian 
companies and the Canadian assets of 
United States companies, so that not 
only is the increase of income over 
outgo being invested in government 
bonds but maturities as well. 


Cites Work of Agent 


Discussing the individual agent’s 
work, Mr. Parker told of one agent of 
the Imperial whose work in the last 20 
years had netted about $49,000 in pre- 


mium income, while claims on_ this 
business amounted to $9,000. Thus, 
about $40,000 went to the dominion 


government through the efforts of one 
ordinary agent working the side roads 
outside of London, Ontario. Mr. Par- 
ker emphasized that in no other way 
could any such amount of money have 
been obtained from this area. 

Other contributions of life insurance 
to the war effort are that it is teaching 
people to save rather than spend, a 
decidedly anti-inflationary influence. It 
is creating a backlog against the post- 
war readjustment period, and finally it 
is the greatest force for the preserva- 
tion of democracy for there can be no 
democracy if people are dependent on 
the government for their subsistence. 
Mr. Parker told of a mill town where 
95 percent of the people were depend- 
ent on relief and asked if one could 
imagine free voting under such circum- 
stances, 


INFLATION BOGEY 


While there has been much talk about 
inflation Mr. Parker said, he has found 
that the story of his own experience 
with a 30-year endowment policy which 
he took out in 1907 has been more ef- 
fective in destroying the bogey of infla- 
tion than any learned explanation that 
can be given a policyholder. From the 
time that Mr. Parker took the endow- 
ment policy until it matured in 1937 
wheat ranged from 50 cents to $2.20 a 
bushel—a four times inflation, though 
nobody thought of it that way; eggs 
ranged from 10 cents a dozen to 80 
cents, coal ranged from $7.50 to $22 a 
ton while rent on the same _ house 
ranged from $25 to $62 a month. Cloth- 
ing showed less of a range in its fluc- 
tuations. When the policy matured the 
dollars that had been put into it each 
year were returned within very much 
the same purchasing power, on the av- 
erage, as they had had when they were 
paid in. 

As in the United States, the ques- 
tion arose in Canada as to whether 
agents in encouraging the sale of war 
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27% more Connecticut Mutual representatives 
qualified in 1941 for the Company's unique organiza- 
tion, the Dependables, than in any year since its 
organization. Membership is based solely upon an 
agent's achieving the income goal which he has set 


for himself. 


The awards for attaining membership in this organ- 
ization are also unique and consist of bi-monthly mail- 
ings of special prestige-building material to 125 


clients. 


The Dependables like this advertising and clients 
have reacted most favorably to it. Here's why: 

Mailing No. I—A_ prestige-building letter announcing at- 
tainment of membership in the Dependables. 

Mailing No. 2—A highly practical and popular booklet for 
the business-like recording on one's property. 

Mailing No. 3—The new tax bill made news—and the piece 


showing what the new taxes would amount to was released 
“while the news was hot". 


Mailing No. 4—Life insurance in ac- 
tion, and the indispensable service of 
the life underwriter, was the subject 
treated in this piece. 

Mailing No. 5—"A Study in Con- 
trasts’ picturing life insurance's ability 
to weather war, pestilence and panic. 


Mailing No. 6—A timely good will 
builder—insignia of the Army and Navy. 


Gnnecteul> Wulual 


Life Insurance Co. 





96 years of Dependable Performance 
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savings certificates might not be com- 
peting with themselves. While there 
have been cases where the sale of these 
securities has undoubtedly interfered 
with life insurance sales, there has been 
more help to life insurance than hind- 
rance, Mr. Parker said: He told of a 
farm boy who got a job in a war indus- 
tries plant and began putting $12 a 
month into war savings certificates. Im- 
mediately the young man got in touch 
with an agent who had been soliciting 
him and wanted to put $20 a month 
into life insurance but the agent, realiz- 
ing that he might not be able to keep 
up the payments limited the amount to 
$12.50 a month and told him he could 
take the additional $7.50 if he found 
himself able to keep up the payments. 


Insurance Must Benefit 


This sale, Mr. Parker said, was due 
to something besides life insurance hav- 
ing instilled the idea of saving and be- 
cause life insurance is the only agency 
setup to take the savings of the people 
in organized fashion it cannot help but 
benefit from the war savings advertis- 
ing which is constantly stressing the 
saving of money and not spending it. 

Though income taxes in Canada, in- 
cluding the 7 percent national defense 
tax, are higher than even the Treasury’s 
proposals in the United States, the tax 
is not to be feared but will help with the 
sale of insurance to men in the higher 
income groups while those earning less 
than $4,000 a ydar have had an increase 
in income which more than offsets the 
increase in income tax. At the same 
time these individuals are prevented, as 
they should be, from spending money 
on the things like automobiles and ap- 
pliances, which normally compete with 
life insurance. The result is today that 
“we are practically alone without com- 
petition,’ Mr. Parker declared. 


Bushnell Talks 


Speaking in much the same vein as 
his outstanding address before the New 
York City Life Managers Association’s 
annual meeting, which was reported at 
length in Tue NATIONAL UNDERWRITER 
for Feb. 6, Mr. Bushnell emphasized 
the need for seeing that the agent con- 
tinues thoroughly sold on the impor- 
tance of his role in the war effort, and 
the need of life insurance as a hedge 
not only against inflation but the much 
more serious danger of deflation. 
Agents need to be shown, he said, not 
only the vast amount of life insurance 
money that goes into government bonds 
but the amount that goes into railroad 
securities, public utilities, and business 
enterprises which are aiding in the war 
effort, not to speak of investments in 
home mortgages which help keep up 
civilian morale. He told of specific 
cases where money has been lent to 
industries to convert to war production 
in the least possible time. Being a long- 
term investment the money borrowed 
from a life company can be used to par- 
ticular advantage in these cases, he 
pointed cut. 

In recruiting Mr. Bushnell suggested 
that good potential agents might be ob- 
tained in employes who had reached a 
dead end in their companies but would 
have an especial advantage in soliciting 
their former fellow-employes. 


CITES THREE NEEDS 


Ralph G. Engelsman, general agent 
Penn Mutual, New York City, in com- 
menting on Mr. Bushnell’s talk re- 
marked that there are three needs that 
have been intensified by the war: A 
need for larger cleanup fund, including 
a year’s unpaid income taxes at the 
new, higher rates; a higher readjust- 
ment income for the widow because of 
the impossibility of reducing expenses 
and the difficulty of finding lower priced 
living quarters; and the need for key- 
man insurance in business, since it is 
almost impossible to replace such men 
and death would represent a heavy fi- 
nancial loss. 

Arthur V. Youngman, general agent 
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Mutual Benefit Life. New York City, 
asked if in all the talk about soliciting 
defense workers the opportunity for 
selling to the white-collar worker in 
these industries had not been slighted. 
These workers have also had increases 
in income, a viewpoint which most of 
the others present shared. 

Edward R. Gettings, general agent 


Northwestern Mutual, Albany, state as- 
sociation president, said that as far as 
taxes hampering life insurance sales, 
President Frederick Russell of Security 
Mutual Life had said that the average 
American has been spending more on 
buying new automobiles than he will 
be required to pay in the increased taxes 
in future. 


Zimmerman Discusses Taxes 


In his talk on federal taxation, Mr. 
Zimmerman emphasized the strong 
position of the field forces, since they 


have never lobbied and have never 
sought unreasonable legislation. Deal- 


ing first with federal income taxes on 
life companies, Mr. Zimmerman. said 
that the Treasury’s proposal would 
raise some $60,000,000 as against $459,- 
000 paid by life companies under the 
present formula last year. However, 
the proposal has a number of dis- 
crepancies. For example because of 
the proposed formula one company 
might have to pay 10 times as much 
income taxes as another company twice 
as large. 

The government, he said, recognizes 
that life insurance is different and 
should be treated in a different manner 
from taxation generally. Reasons for 


special treatment of life companies are 
first that a tax on life insurance is a 
tax on the people. There are some 
66,000,000 policyholders but only 18,- 
000,000 income-tax payers. Thus an in- 
come tax on life insurance means that 
some 48,000,000 will be taxed whom 
the government did not intend to tax. 
Second is the factor of competition 
from foreign companies not required to 
pay the tax. Further, life company 
contracts are guarantees running per- 
haps 70 or 80 years into the future 
while finally the institution of life in- 
surance is a public service in that it 
decreases pauperism and induces thrift. 

Mr. Zimmerman said that the Treas- 
ury’s proposal to eliminate the $40,000 
life insurance exemption for proceeds 
payable to a named beneficiary and to 
increase the present general exemption 


7 
from $40,000 to $60,000 is much more 
dangerous than the earlier proposal to 
cut the general exemption to $25,000 
and to do the same to the life insur- 
ance exemption. The danger is that a 
$60,000 total tax exemption for estate 
seems quite a lot of money when com- 
pared to the present $40,000 general ex- 
emption. Second, trust companies and 
other non-life insurance financial insti. 
tutions would not look with disfavor on 
the Treasury proposal. Third, the life 
insurance business may be lulled by the 
feeling that $60,000 is a large exemp- 
tion. 

The bad feature of the proposal is 
that for the first time in history of this 
government or the government of any 
country there is a proposal to take away 
from life insurance its identity as a dis- 
tinctive form of property doing a sound 
social service. Hence, he declared, life 
insurance should oppose this proposal 
to the limit of its strength. 


OFFSETS A LOSS 


Mr. Zimmerman emphasized that life 
insurance is not testamentary but rather 
is indemnification. In other words, if 
a man dies and leaves life insurance he 
is not profiting someone. else but is 
offsetting a loss to some degree. In 
































Put this Book to Wor 


iow Americans awakening to the need 


of “Thrift for Victory,” and with stiffer 


demands being made on family incomes, the 
up-to-the-minute revised edition of NYNL’s 
budget book, Making the Most of Your Dollars, 
is all set to do a better-than-ever job of build- 
ing good will for NYNL fieldmen. 


Making the Most of Your Dollars is just one 


representative piece in a broad series of attrac- 
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President 


tive and useful items designed to help the 
NWYNL agent lay the foundation for friendly, 
permanent relationships with prospects and 
clients. And NWNL agents know full well that 
permanent relationships are the kind that pay. 
Their income is based not primarily upon “how 


” but upon “how well they 


serve.” It depends directly upon their capacity 


for sound, intelligent, low-pressure selling and 


sound, intelligent service thereafter. 


NORTHWESTERN. Vattonal LIFE 


INSURANCE 
O. J. Arnold, President 


COMPANY 


Minneapolis, Minn. 

















g 
this respect it is like fire insurance 
which is always regarded in_ this 
fashion. He quoted Supreme Court 
Justice Murphy in support of this view. 

There should be a definite recogni- 
tion that life insurance has substantial 
social benetits and that there should be 


some tax advantage so that a man will 
yield to the unselfish sound social im- 
pulse to provide for his dependents and 
as burdens on society 











not leave them 

and government. Then there is the 
value of » insurance in building 
civilian morale. Security is not the only 
thing we are fighting for, said Mr. 
Zimmermat We are also fighting for 


freedom and liberty and some other se- 
curity than that provided by the state. 
Life insurance is of particular value to 
the great middle class, a group which 
has made a greater contribution than 
any other to our country and system of 
: et because of its unorgan- 





government \ 


ized position is an easy group to slap 
down For this reason every effort 
should be made to keep the $40,000 ex- 
emption, particularly in view of the fact 
that low investment returns and_ in- 
creased living costs have reduced the 


presumable income that might be ob- 
tained from $40,000 from about $2,000 
to $1,000 or $1,200, making the $40,000 
figure even more reasonable today than 
when it was adopted. 


Proposal Is Discriminatory 


The Treasury proposal that in deter- 
mining whether life insurance must be 
included for estate tax purposes both 
the incidents of ownership and pay- 
ment of premiums tests would apply 
constitutes discrimination, Mr. Zimmer- 


man said. It overlooks the indemnifi- 
cation feature, it makes life insurance 
the one form of property that cannot 
be given away and it is class legisla- 
tion in that a man who marries a 
wealthy woman is given a tax advan- 
tage even though such a woman proba- 
bly needs lite insurance less than a 





wife who is entirely dependent on the 
income of her husband. 

In this connection the Treasury has 
been asked to shift the date specified 
in Treasury decision 5,032 from Jan. 
10, 1941 to some date in the future, 
thereby giving policyholders a chance 
to put their houses in order and make 
an intelligent rearrangement of their 
insurance. This decision set the date 


when the payment of premiums would 
determine taxability whereas before that 
date it would be on the basis of inci- 
dents of ownership. 
Disney Measure Not Pressed 

Efforts are not being made this year 
to obtain passage of the Disney amend- 
ment. which like the former proposed 
Lonergan amendment, would exempt 
from estate tax life insurance proceeds 
earmarked for the payment of federal 
estate taxes. However, this amend- 
ment would be an important one, 
since life insurance is practically the 
only way that the owner of a. closed 
corporation can pay his estate tax with- 
out ruining the business in the effort 
to raise suthcient cash to pay the tax. 

A point which Mr. Zimmerman said 
the taxing authorities agree should be 
changed is. that where a _ corporation 
pays for insurance on an _ executive’s 
life and the corporation later dissolves 
and a new corporation takes over the 
insurance the difference between the 


consideration paid and the proceeds is 


HeNATIONAL UNDERWRITER 








subject to income tax. This does the 
government no good, since it merely 
forces a man to drop his old insurance 
and buy new coverage. The Treasury 
has agreed that this should be rectified. 


PENSION TRUSTS 


Mr. Zimmerman also explained what 
the Treasury is trying to do in relation 
to pension trusts. While it recognizes 
the great social value of pensions it 
does not want to see them used for tax 
evasion or avoidance, a view which Mr. 
Zimmerman said the life insurance 
business shares. There has been some 
confusion he said as to the Treasury’s 
proposal that pension trust payments in 
excess of $7,500 a year should be tax- 
able to the employe. The _ $7,500 
amount is the income that would be 
received by the employe as pension. It 
is not, as some have supposed, the 
amount deposited each year to the em- 
ploye’s credit in the pension trusts. 

Apparently the Treasury was not 
aware that its proposal for fully vest- 
ing the employe’s share of the pension 
trust would increase the cost to the 
employer anywhere from 40 percent to 
150 percent. Mr. Zimmerman expressed 
the belief that some way would be 
found to achieve the Treasury’s aim 
without running up the cost in this 
way. He also mentioned the Treasury’s 
intention of getting the law changed so 
that renewal income due an agent at 
the date of death will not have to be 
accrued as income in the year of death 
but will be taxed as received by heirs 
or others. 


Deplores Security Tax 


Mr. Zimmerman inveighed strongly 
against the proposed $2 billion increase 
in the social security tax, saying that if 
such a tax is needed it should be called 
a payroll tax and not disguised as so- 
cial security. He warned that if it 
should go through the public and the 
politicians will demand more = and 
broader benefits, which would lead to 
the greatest catastrophe in our history 
because it would mean that social se- 
curity would fall of its own weight. 
The government would have to default. 
The more you get into the field of gov- 
ernment paternalism the more you get 
into government control and the less 
dependent you are on yourself, Mr. 
Zimmerman warned. 

Julian S. Myrick, second vice-presi- 
dent Mutual Life, who preceded Mr. 
Zimmerman as_ chairman of _ the 
N.A.L.U. law and legislation commit- 
tee, emphasized the necessity of get- 
ting congress to view life insurance as 
indemnification and not a testamentary 
disposition. 

Superintendent Pink mentioned the 
growing importance of management as 
compared with ownership or capital. He 
said that the war was having the ef- 
fect of making people think about 
things that they would otherwise not 
have thought about and that the past 
would be less binding and compelling, 
while it should be easier to rectify 
things that are wrong, “if we have the 
wisdom and courage to rectify them.” 

In connection with defense bonds, 
Mr. Pink said that it is a great mis- 
take to put all one’s money into sav- 
ings, even defense bonds, to the point 
of slighting protection. He suggested 
that the Institute of Life Insurance, 








through its advertising, promote this 
thought and show the extent to which 
life companies are supporting the war 
through the purchase of government 
securities. 

Mr. Pink said he was hopeful that 
the New York legislature would pass 
the modified war clause proposal which 
would be more in line with those per- 
mitted by other states. At present New 
York permits only the so called “re- 
sults” type. He expressed the hope 
that it may be the basis of uniformity 
throughout the country. Actual uni- 
formity is not necessary, he said, as 
long as there is substantial uniformity. 





PINK LAUDS AGENTS 





Asked by Mr. Engelsman about the 
essential nature of the agent’s job, Mr. 
Pink said that part of the war effort 
is to carry on civil life without too 
great an unsettling and that certainly 
the sale of life insurance is a useful and 
necessary thing. 

“If you are going to stop selling life 
insurance what are the women and 
children going to do 10 or 20 years 
from now?” he asked. 

Asked by Harold Taylor, manager 
Mutual Life, New York City, whether 
insurance counsellors might not be able 
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to do a valuable work if properly con- 
trolled, Mr. Pink said that the coun- 
sellors had caused the department as 
well as the life insurance business 
quite a lot of trouble but that despite 
all this he thought it would be a mis- 
take to freeze this occupation into a 
new profession and that a further pe- 


riod of experimentation is advisable. 
lhe department’s examination of the 
Donald Besdine concern has_ proved 


very useful and the department is go- 
ing ahead to examine other concerns 
in this field. 


General Electric Plan 


Explaining what General Electric is 
doing to make the post-war readjust- 
ment as painless and constructive as 
possible, Mr. Holme, who is a market 
analyst said that the war is proving 
that by organizing the nation’s re- 
sources and putting everybody to work 
we can produce a volume of physical 
output in this country greater than 
ever before. If this could be done in 
war time why shouldn’t it be done in 
peace time and what would it mean to 
do so? Because of the work that has 
been done by prominent economists of 
the federal reserve banks, the Depart- 
ment of Commerce, some of the uni- 
versities and the Temporary National 
Economic Committee, it is now possi- 
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ble to see how it is necessary to set 
up the nation’s economy to keep things 
in balance. 

After the war we will have a labor 
force of about 57,000,000 people capable 
of a physical output on a 40 hour week 
basis of the equivalent of $110 billion. 
Of this amount some $26 billion would 
be in  capital-consuming projects, of 
which $13 billion would be the contri- 
bution of industry, $6 billion for the 
construction of new homes, $4. billion 
for public works and $3 billion to pro- 
mote good neighbor relations with 
other countries. About $13 _ billion 
would represent the production of con- 
sumer durable goods, such as automo- 
biles, furniture, appliances, and the like, 
while $64 billion would be in consum- 
able goods such as food, clothing, etc. 

General Electric of course cannot do 
the job itself but other manufacturing 
and railroad and utility companies are 
consulting with it in increasing num- 
bers to discuss the problem. Besides 
these there is the work that should be 
done by labor groups, insurance and 
banking groups, and governmental 
groups, as they all have a contribution 
to make in that they can help determine 
what makes for stability in employment 
and business conditions. Mr. Holme 
expressed the hope that from all this 
would grow a new _ partnership—man- 
agement, labor, capital and government. 


Metropolitan Acts 


on Disability 
Cover of Soldiers 


Metropolitan Life has sent out a no- 
tice regarding the effect of military or 
naval service on total and permanent 
disability benefits and accidental death 
benefits included in certain ordinary de- 
partment life policies, 

Most Metropolitan ordinary depart- 
ment policies that grant benefits in the 
event of total and permanent disability 
or in the event of death by accidental 
means provide that these benefits will be 
suspended while the insured is in mili- 
tary or naval service in time of war. 
During the period of such suspension 
any additional premium otherwise re- 
quired for such ‘benefits will not be pay- 
able. 

President Lincoln states that if the 
insured under any such policy that pro- 
vides either of these benefits is now in 
military or naval service, the company 
should be informed so that the policy- 
holder will not be asked to pay the 
additional premiums which are not pay- 
able while such benefits are suspended. 


Also if the insured enters military or 
naval service at some future date the 
company should be informed. There is 
a form provided which has an entry for 
policy number, name of insured, date of 
entry into military or naval service, the 
person to whom communications should 
be sent and address, with signature. 

Mr. Lincoln states that upon the ter- 
mination of the war or of military or 
naval service of the insured while the 
war continues, the suspended benefits 
will again become effective subject to 
the terms of the policy and provided the 
payment of the additional premium for 
such benefits is resumed. This appar- 
ently means that the disability benefits 
will be reinstated if the insured produces 
evidence of insurability. 


L. & C. Cancels Convention 


NASHVILLE, TENN.—The annual 
agency convention of Life & Casualty, 
scheduled for this summer, has_ been 
cancelled and the money required to fi- 
nance the convention has already been 
invested in defense bonds with a maturity 
value of $45,250. A total of $7,250 in de- 
fense bonds will be awarded this year 
in leadership bonuses and prizes to sales- 
men. Employes of the company are buy- 
ing defense bonds at the rate of $2,000 
a month through salary deduction. 
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New Mutual Life, N. Y. 
Agency Assistant 





Bertram F. Granquist, new home ot- 
fice agency assistant of Mutual Life of 
New York, has 
been agency assist- 
ant with Equitable 
Society for 12 
years. He first en- 
tered life insurance 
in 1923 when he 
became associated 
with Equitable in 
its cashier’s office 
in Chicago. He was 





appointed office 
manager of the 
Patterson Agency, 
then  Equitable’s 
B. F. Granquist leading Chicago 
agency, in 1926 anc 
in 1930 was transferred to the home ol} 


assistant. 


fice in New York as agency 


Opens New Toronto Agency 


Great-West Life is opening a new 
branch office at 2075 Danforth avenue, 


Toronto, with E. M. Roy as manager. 
E. H. Reed succeeds Mr. Roy as super- 
visor of the Toronto 1 agency. 





COFFIN SUMS UP 


Summing up the entire conference, 
Mr. Coffin said that he felt that the 
problems to be met during the war are 
primarily problems which the field must 
meet with the help of the home office, 
while those of the postwar period are 
primarily those of the home office, to 
be met with the help of the field. He 
said that he felt the significance of the 
two-day gathering was that like the na- 
tion, the insurance business is beginning 
to swing from the defensive to the of- 
fensive. The war period involved a 
challenge and a shaking for the life in- 
surance business but the shaking is a 
good thing, and for every problem 
there is an offset. 

Mr. Coffin predicted that 1942 would 
be a good year, production-wise, but 
not an easy year. There is need for 
greater thoroughness. It will be a 
year of sacrifice, for people are not in 
a position to buy life insurance out of 
surplus but must buy out of income. It 
is only when they feel that they can- 
not do without life insurance that they 
are going to buy it. This means that 
agents must put more strength on de- 
veloping needs. Sometimes there is a 
tendency as they grow older for agents 
to skip over this. An excellent thing 
for management to check is how clear 
an agent makes the need for life insur- 
ance, for if the need is not made clear 
the prospect will not buy. 


Effort Must Be Boosted 


In the field of personal efficiency 
there has always been room for con- 
siderable improvement. Because of the 
war it is going to be necessary to put 
in more effort than ever before. Agents 
who feel that their calling is worth- 
while must, if they are to live with 
themselves happily, put forth more 
strenuous efforts. This patriotic ap- 
peal can properly be used to stimulate 
them, Mr. Coffin said. 

One reason why men do not work 
more efficiently is frequently that they 
do not feel the consciousness of skill, he 
said. Members of the Million-Dollar 
Round Table never have a work prob- 
lem for they have this consciousness ot 
skill and feel good when they work. As 
skill is built, the tendency to work in- 
creases. 

Mr. Engelsman presided at the open- 
ing session, with John Marshall Hol- 
combe, Jr., manager of the Life Insur- 
ance Sales Research Bureau, presiding 
at the second session. Mr. Gettings, as 
president of the New York state Life 
Underwriters Association, opened the 
meeting and introduced the chairmen. 





How to 
Choose a 
Company 


2” 


of a change,” we suggest: 


Fort Wayne 





To life insurance men who are “thinking 


First, select carefully your future territory. 
Second, prepare a list of companies with 
whom you think you would be successful. 
Third, form your own opinion as to whether 
any of your selected companies have reached 
a static condition in their development where 
opportunities for a new man are low. Fourth, 


THE LINCOLN NATIONAL LIFE 


angles important to you as a field man— 


sion scales, ete. 
Then think! 


where you are. 





Geared To Help Its Fieldmen 





analyze the remaining companies from all 


safety, size, management, national reputa- 
tion, variety of sales tools and aids, commis- 


change, or you may realize you are better off 


2 COMPANY 


You may decide to make a 


Indiana 
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Westen for 
N.A.L.U. Trustee 
Campaign Launched 


BUFFALO—The Buffalo Life Un- 
derw riters Association has’ endorsed 
Sidney Wertimer, 


Prudential ordi- 
nary manager here, 
for trustee of the 
National Associa- 
tion of Life Under- 
writers at the elec- 
tion to be held in 
Minneapolis next 
August. Mr. Wer- 
timer has been a 
valued leader in 
this community and 
in the state. 
Claude C. Jones, 
general agent here Sidney Wertimer 
of Cons 1ectitut Mu- 
tual, is chairman of the Wertimer for 
trustee committee. He states that due 
to wartime conditions the commiitee 


does not intend to make elaborate 
campaign. 

This is the third campaign to be an- 
nounced so far, the others being for 
Glen McTaggart, Prudential manager 
at Denver, and B. J. Stumm, North- 
western Mutual general agent at Au- 


T 


rora, II. 


Paul Orr, Jr. 
with Mutual Life 


NEW YORK—Paul Orr, Jr., has 
been appointed assistant to Manager R. 
E, Myer of the Ives & Myrick agency 
of Mutual Life here. He will assist in 
the general administration of the agency 
as wel] as in the selection, training and 
oo of new full-time personnel. 

For the past nine years Mr. Orr has 
been few the Bragg agency of Guardian 
Life here, for the past four years as as- 
sistant manager. He is instructor in life 
insurance at New York University, lec- 
turer at the Insurance Society of New 
York, and editor of the “Bulletin” p:ub- 
lished by the New York City Life Un- 
derwriters’ Association. 

He entered the field in 1932 with the 
Johnson & Collins agency of Travelers 
here. In 1933 he joined the Bragg 
agency. 


an 


Hedges Not to Go on 
Active Duty Immediately 


The statement was printed last week 
that Herbert A. Hedges, general agent 
in Kansas City for Equitable Life of 
Iowa and also secretary of the Na- 
tional Association of Life Underwriters, 
had been called for active duty in the 
United States marine corps. An an- 
nouncement to that effect was made at 





the sales congress of the Colorado As- 
sociaion of Life Underwriters in Den- 
ver at which Mr. Hedges was one of 
the speakers. Mr. Hedges had _ re- 
ceived notice that he would be called 
for active duty at an early date but he 
asked for six months deferment. He 
was then advised that because he is a 
member of the honorary retired list of 





HeNATIONAL UNDERWRITER 


Occidental’s 194] 
Was Biggest Year 


Occidental Life of California made 
1941 its biggest year of personal insur- 
ance sales, showing sharp gains in new 
sales of life, accident and health and 
group, as well as registering marked 
progress in every other department. 

Life insurance in force reached $629,- 

258,725, 21 percent higher than the year 
before, and made the growth for the 
decade over 300 percent. The 1941 in- 
crease was $109,919,230. 

Assets reached $79,932,462, all in con- 
servative types of securities diversified 
both as to kind and distribution over the 
country. The 1941 increase was nearly 
$6,500,000. Total surplus to policyhold- 
ers, including capital, advanced to $4,- 
711,196, 

New sales of ordinary and group life 
insurance were $129,410,410, exclusive of 
additions to existing policies and reviv- 
als of lapsed policies. This was the 
largest volume ever sold by the company 
and an increase of 74 percent over 1940. 
New accident and health insurance ex- 
ceeded the 1940 volume by more than 
30 percent. Group insurance increased 
74.7 percent. 

Payments to policyholders and bene- 
ficiaries reached $8,047,898, 11.9 percent 
larger than 1940 payments, bringing the 
grand total of such payments since or- 
ganization to $74,887,125. 

Mortality was 46.5 percent of ex- 
pected. This included death losses from 
the attack on Pearl Harbor which to- 
talled less than $55,000. 





Equitable of lowa Maps 
Four Big Rallies in April 


Four regional schools will be con- 
ducted for agents of Equitable Life of 
Iowa during April. FF. W. Hubbell, presi- 
dent, will head the home office delega- 
tion at each school, which will include, 
R, E. Fuller, superintendent of agencies; 
i ae Ge McCankie, underwriting vice-presi- 
dent and associate actuary; P. C. Irwin, 
associate actuary, and E. E. Smith, 
agency secretary. 

Each school will last two days. The 
theme is “Life Insurance Sales and 
Services in Wartime.” Mr. Fuller will 
be in charge. Mr. Hubbell will discuss 
the company’s part in the war program; 
Mr. McCankie will outline wartime un- 
derwriting problems and procedures; Mr. 
Irwin will discuss new markets for in- 
surance, and Mr. Smith will outline new 
selling processes to meet current condi- 
tions and problems. The sessions will 
be featured by a general agents’ panel; 
discussions by selected agents, and a 
quiz session in which all will participate. 

An informal dinner party, followed by 
recognition of agents and agency heads 
for noteworthy accomplishments, will 
constitute the only entertainment. 

The first school will be conducted at 
Del Monte, Cal., April 3-4. On April 
9-10 the second school will meet at 
Excelsior Springs, Mo. The third will 
be April 16-17, at French Lick, Ind., 
and the last school at Hershey, Pa., 
April 20-21. 


the marine corps reserves and does not 
desire assignment to active duty at this 
time, no further action will be taken 
towards assigning him to active duty. 





Increase Your Income 


by writing accident and health 
business. Read the latest sales 
ideas and developments in The 
Accident & Health Review. If you 
subscribe at once by using the 
handy card in this issue you'll re- 
ceive the big, 64 page SURVEY 
EDITION in addition to your 12 
monthly copies. ACT NOW! 











WANTED 


Detroit, Michigan Insurance agent experienced 
to handle selected prospect leads for Life or 
Accident and Health Insurance. Only agents 
who have been earning at least $200 monthly 
need apply. Address P-43, The National Under- 
writer, 175 W. Jackson Blvd., Chicago, Illinois. 














SUPERVISOR WANTED 


in Boston, Mass. by large eastern life insurance 
company. Excellent salary and good opportunity 
for advancement. Must be successful producer. 
Write full particulars in confidence to P-47, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago, Illinois. 








March ial 1942 





‘Bennatly tested, up-to-the-minute 


is the Case Boox, the Mutual Benefit’s procedure for 


training new members of the agency organization. 





Each succeeding case, interesting in itself as an indepen- 
dent study, takes the new agent a step further toward 
complete competence as a life underwriter. Coupled with 
assignments of field activity, it makes continuous 


New 


daily 


progress an accomplished fact. men like it! 


The Mutual Benefit 


LIFE INSURANCE COMPANY 


) 





Organized 1845 + Newark, N. J. 














HOME OFFICE FIELD BUILDING 
CHICAGO ILLINOIS 
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OUTSTANDING MUTUAL NET LEVEL PREMIUM 
OPERATES EAST AND WEST. 


ILLINOIS’ 
3% RESERVE COMPANY. 





PROUD OF ITS HOME STATE 
PROUD OF ITS HOME CITY 
PROUD OF ITS OWN RECORD 





THIRTY-SEVEN YEARS OF CONTINUOUS MANAGEMENT 


AND PROGRESS. 





ILLINOIS INSURANCE LAWS ARE TODAY RECOGNIZED AS 
BEING, ON ALL POINTS, THE EQUAL OF ANY IN THE 
UNITED STATES; AND IT IS UNIVERSALLY CONCEDED THAT 
ITS PROVISIONS RELATING TO THE INVESTMENT OF LIFE 
INSURANCE FUNDS FOR THE PROTECTION OF POLICY- 
HOLDERS, ARE THE SOUNDEST, THE STRICTEST AND MOST 
ADVANCED OF ANY STATE. 

GENERAL AGENCY OPPORTUNITIES STILL AVAILABLE TO 
THOSE WHO HAVE AND WILL GIVE WHAT IT TAKES. 


Nothing Beller tn Life Insurance 
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Comforting 
Decision Handed 
Down in Canada 


A very comforting decision to the in- 
surance companies has been handed 
down by the supreme court of Canada. 
It reverses the judgment that was 
handed down last June in the appeal 
division of the Quebec court of King’s 
3ench holding that a widow beneficiary 
was entitled to the face of the policy, 
less unpaid premiums, despite the fact 
that on an actuarial basis the policy had 
lapsed two years prior to the death of 
the assured. 

The Quebec court held that the loan 
that had been made on the policy was 
null because it contravened section 1301 
of the civil code of Quebec by which 
section a married woman is forbidden 
to bind herself for and with her hus- 
band otherwise than being common as 
to property. 


Quit Making Loans 


As a result of that decision life in- 
surance companies discontinued making 
loans on policies in Quebec in which the 
wife of the assured was named as bene- 
ficiary. Movements were started to 
cause the law to be amended. There is 
now awaiting action in the Quebec leg- 
islature a government bill to amend the 
husbands and parents life insurance act. 

The policy in question was one for 
$50,000 issued by Equitable Society in 
1917 on the life of Charles A. A. 
LaRocque of Montreal. He died in 1936. 

Mr. LaRocque appropriated the pol- 
icy to his wife, thereby making her the 
beneficiary and in 1930 Mrs. LaRocque 
with the written consent and agreement 
of her husband signed a request for a 
payment in advance under the loan pro- 
visions guaranteed by the policy. Equi- 
table Society obtained the signature of 
Mrs. LaRocque to an instrument by 
which she transferred her rights to the 
company in consideration of a cash ad- 
vance upon certain conditions, especially 
that interest be paid, that when the ad- 
vances and interest reached or exceeded 
the loan value the advances would be 
applied by the company in repayment 
and the policy be canceled and that if 
the premium were not paid the advances 
would be applied against the otherwise 
paid up or extended term insurance. 

The check was drawn to the order of 
Mrs. LaRocque but endorsed by her 
and placed to the husband’s credit in 
the bank. Other advances were made 
in a similar manner amounting in all to 
about $22,000. 

The lower court held that the sum 
received from Equitable was in reality 
solely for the benefit of the husband 
who eventually received the money and 
deposited the check after Mrs. La- 
Rocque’s endorsement in an account in 
his name. 


New Commissioner 
in Me. Is Young Actuary 





A. W. Perkins, the newly appointed 
insurance commissioner of Maine, has 
been assistant ac- 
tuary of Pan- 
American Life of 
New Orleans for 
the past 2% years. 
He formerly re- 
sided at North 
Brooksville, Me., 
and graduated 
from the Univer- 
sity of Maine in 
mathematics. He 
returned to the 
university after 
graduating and 
taught mathemat- 
ics and later re- 
received an M. A. degree. Then he 
studied actuarial science at the Univer- 
sity of Iowa for a year and in 1934 went 
with Aetna Life in the actuarial depart- 
ment. 

Mr. Perkins has accepted the appoint- 
ment and enters upon his new duties 
May 1. 

Mr. Perkins is an associate member 
by examination of both the Actuarial 
Society of America and American In- 
stitute of Actuaries. He is at present 
studying for the final two fellowship 
examinations given by these societies. 





A. W. Perkins 





Pan-American Appoints Two 
Agency Heads in South 


Pan-American Life has made two ap- 
pointments in the south. 

Walter P. Crisler has taken over the 
general agency in Dallas. He has been 
in the business since 1932 and has had 
an outstanding career as a personal pro- 
ducer and agency builder. Prior to en- 
tering life insurance he was _ superin- 
tendent of a large department store. 

Jack Howerton, who has had a wide 
experience in the insurance business, 
has been appointed manager in Louis- 
ville. The Howerton Insurance Service, 
of which he is founder, is well estab- 
lished in Kentucky. 

C. Ross Adkins, an experienced life 
insurance man, will be in charge of the 
life department for that territory. He 
entered life insurance in 1929 as an 
agent. In less than two years he was 
promoted to assistant district manager. 





Arzt in New Post 


Louis A. Arzt has been named gen- 
eral agent of the Glendale-Burbank dis- 
trict, Los Angeles county, Cal., by Pa- 
cific Mutual Life. Mr. Arzt has been 
sales manager for the Paschall-Gist 
general agency in Los Angeles. He 
has been with Pacific Mutual over 20 
years. 





G. P. Kimkelman, 67, 
tendent of Prudential in 
died at St. Petersburg, Fla. 


former superin- 
Pittsburgh, 








WANTED 
STATE MANAGER FOR FLORIDA 


A Mutual Life Company, also writing Accident and 
Health, is seeking a Manager for the State of Flor- 
ida, and will give a man of character and ability a 
worthwhile contract. Applications will be held in 
strict confidence, and should be accompanied by 
complete personal history and underwriting record. 
Address P-44, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, IIl. 





S. F. Managers Believe New 
Agents Must Be Financed 


SAN FRANCISCO — That genera! 
agents and managers must be in position 
to offer the prospective agent some- 
thing definite in the way of financing 
and training was the opinion expressed 
at a meeting of the General Agents & 
Managers Association here. J. H. Rowe, 
Bankers Life of Iowa, led the discus- 
sion on “Recruiting and Financing 
Methods Under Present Conditions.” 

It was the general opinion that financ- 
ing is necessary for the new agent and 
that criticism of this method of getting 
men into production is due to abuse of 
the method rather than to the method 
itself. A show of hands of those who 
had been given financing or a financial 
guarantee when they entered the life in- 
surance business revealed that of 25 in- 
dicating, 18 had received financing and 
seven had not. 

V. T. Motschenbacher, manager of 
Sun Life of Canada, who is serving 2s 
chairman of a good practice committee 
of the association, presented a rough 
draft of a proposed “Good Practices 
Agreement.” This will provide for a 
“spirit of fair play” among signatories, 
reciprocal exchange of information and 
service for the benefit of policyholders, 


agreement not to disturb each other’s 
agents or employ agents of another com- 
pany without discussing the matter with 
the general agent or manager having the 
agent under contract. When the agree- 
ment is presented in final form and 
signed, it will provide for cooperation in 
the principles outlined by all agencies 
signing. 

F, J. Van Stralen, Massachusetts Mu- 
tual, chairman of the defense savings 
bond sales of the San Francisco Lite 
Underwriters Association, reported that 
work had been completed among 97 per- 
cent of firms in this area employing 500 
or more and approximately 85 percent of 
firms having employes of 100 or mcre. 
Efforts are now being concentrated «n 
firms employing less than 100, he said. 





Oregon Mutual Statement 
Publication Is Colorful 


Oregon Mutual Life has gotten out 
another very graphic and readable an- 
nual statement publication. It is hand- 
somely illustrated and contains a num- 
ber of effective graphs showing among 
other things death by causes, growth of 
admitted assets, composition of invest- 
ment portfolio, growth of insurance in 
force, payments to beneficiaries and 
policyholders. 





pulled little girls’ 


self-expressionist in 





MR. TWERP TO YOU. / 
YA BIG BULLY¢ 


q All his life Private Twerp had been a rugged 
individualist who bossed his mother at 4; 


neighbors’ windows at 10; and let the air out 
of fat men’s tires at 14 .. . all as a means of 
gentle self-expression. 
military discipline weighs heavy on him. He’s 
no longer his own boss. 


¢ But for the rugged civilian soul who yearns to 
be his own boss, a Franklin direct-with-the- 
Home Office contract offers rare opportunities 
for independence, substantial earnings and 
prestige . . . and no top sergeant. 


pigtails at 6; broke 


Now the yoke of 


You can’t be a 
the army. 
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EDITORIAL COMMENT 





Wartime Publicity Danger Signal 


ARTHUR Price, mail order sales man- 
ager of Sears, Roebuck & Co., in a re- 
cent address before the Chicago Feder- 
ated Advertising Club, made some sharp 
criticism of current advertising of what 
he termed the flag waving variety, in- 
cluding that of life insurance. 

“A life insurance company features: 
‘He paid his premiums but he bought a 
machine gun, too,’”’ Mr. Price asserted. 
“Tsn’t it a far-fetched appeal to sell life 
insurance because the company will take 
your money and, after deducting their 
profits, of course, invest their surplus in 
government bonds? If you feel like buy- 
ing a machine gun for the government, 
can help directly by buying a de- 
fense bond.” 

Mr. Price didn’t single out life insur- 
ance advertising for attack but he paid 
his respects to many other advertisers 
such as vacuum cleaners, razor blades, 
cigarettes and took a crack at the 
United ‘States Rubber advertising that 
created so much attention in which the 
continued use of tires was recommended 
may now be 


you 


he 


because passenger cars 
called war cars. 

As a matter of fact, the life insurance 
advertisement to which Mr. Price al- 
luded we think is a pretty good one, It 
was designed by Canada Life. The text 
of the advertisement goes on to explain 
how the policyholder paid his premium 
but bought a machine gun too. It 
pointed out that total renewal premiums 
paid by Canada Life policyholders last 
year amounted to $23,229,466. In the 
United States, Canada Life purchased 


more than $7,000,000 of new U. S. gov- 


If each company in its advertising and 
publicity efforts will determine not to in- 
troduce the slightest spurious patriotic 
note, the life insurance business will 
keep itself above what we believe used to 
be called patrioteering. We think that 
the advertisement of Canada Life is in 
entirely good taste and emphasizes in a 
proper way the contribution of its invest- 
ment policy to the war effort. It is per- 
fectly dignified for the life companies to 
point out how their operations are in 
harmony with the needs of the day both 
in the way of providing family protec- 
tion, and helping to curb inflation and in 
aiding in the maintenance of the credit 
of the government. It is not, we be- 
lieve, altogether dignified for a company 
to make it appear that in buying a de- 
fense bond or other type of government 
security that it is actuated by some rare 
patriotic spirit or is making a great sac- 
rifice to do so. That comes close to 
being a publicity stunt and is the type 
of thing, we believe, to be avoided. 

Investment officers will feel obliged 
to make even heavier investments in 
government bonds than they have been 
making, not only because such a policy 
is in tune with the national interests but 
because the supply of private invest- 
ments presumably will get scarcer. Some 
believe the investments of life compa- 
nies in government bonds this year may 
amount to $4 or $5 billions which would 
be equivalent to the premium receipts. 
The companies should avoid ascribing to 
themselves purely patriotic motives in 
buying government bonds but we can 
see no reason why the companies 


Price puts it, it sounds very simple. The 
insurance company takes your money, 
deducts its profits and then invests the 
surplus in government bonds. We have 





taken occasion recently to cite the lack 
of public understanding of the nature of 
policy reserves in a life insurance com- 
pany. Mr. Price may be a case in point. 








PERSONAL SIDE OF THE BUSINESS 





Howard D. Shaw, agency assistant of 
Continental American Life, spoke on 
personal money management before the 
Hi Y Club in the Wilmington, Del., 
Y. M. C. A,, stressing that saving should 
be thought of as money for later spend- 
ing and money should be saved only for 
definite purposes. The amount of money 
earned or possessed is less important 
than the way it is managed, he said. Mr. 
Shaw also recently made talks before the 
Lions Club and the Lincoln Club in 
Wilmington on personal economics. 

Thomas H. Daniel, Jr., general agent 
of Union Central Life in Atlanta, has 
been appointed a member of the regional 
committee to seek a speedup of war pro- 
duction. The committee conferred in 
Atlanta March 23 with representatives 
of labor and management in relation to 
ways and means of getting faster war 
production. 

Jay Earl Miller, formerly advertising 
manager of Federal Life of Chicago, is 
now one of the crack reporters of the 
Chicago “Sun.” He is being featured 
quite a bit by the paper and is now 
taking personal charge of the “Sun’s” 
movement to get delinquent taxes paid. 

W. S. Fuller, manager of the Pru- 
dential ordinary agency in the Field 


building, Chicago, celebrated his 20th 
anniversary with that company and 


agency. He joined the agency in 1922, 
after war service, when Jesse E. Smith 
was manager. Dec. 1, Mr. Fuller will 
observe his 12th year as Prudential or- 
dinary manager. He was transferred 
from Chicago to Davenport as manager, 
later to Cincinnati and then was re- 
turned to Chicago. His son Brooks 
Fuller is associated with him as assist- 
ant manager. 


graduated from Yale in 1916 and is a 
former president of the Yale Alumni 
Association of Wisconsin. 

Mr. and Mrs. Spencer R. Keare, High- 
land Park, Ill, announce the birth of a 
son, Donald Spencer Keare, at the Grant 
Hospital. This is the third child, the 
first Douglas Hamilton Keare, being 
born in 1935, and the second, a daughter, 
Nancy Keare, in 1938. Mrs. Keare is 
the former Miriam Hamilton, daughter 
of Isaac Miller Hamilton, chairman 
Federal Life, Father Keare is vice-presi- 
dent Federal Life. 

A. L. Dern, vice-president of Lincoln 
National Life, will speak at a meet- 
ing of the Farm Bureau companies in 
Columbus, O., April 2-3. 

J. C. Staples, general agent of Pacific 
Mutual in Philadelphia is celebrating his 
45th anniversary with the company. 

F. W. Heron, former Pacitic Coast 
supervisor of Fidelity Mutual Life, and 











more recently vice-president of Secur- 
ity Life & Accident of Denver, has pre- 
sented the Stanford University school 


of business library his 500 volumes on 
life insurance collected in his 40 years 
in the business. Mr. Heron recently 
retired. 

A. C. Coughtry, superintendent of 
agencies of Sun Life, is visiting agen- 
cies on the Pacific Coast. 

Robert L. Foreman, Jr., general agent 
for Mutual Benefit Life, has been 
elected president of the Rotary Club of 
Atlanta. 








DEATHS 


Allen Spencer, 48, who retired three 
or four years ago as vice-president in 
charge of the New York ce of the 


































: Earl M. Schwemm, agency manager Bite ete 

ernment bonds. In Canada the company should not point to the wholesome effect Great-West in Chicago, has just re- Retail Credit Company, died at Del- 
purchased more than $12,000,000 of Can- of such an investment policy upon the turned from a three weeks vacation Ray inggaire! a ae had been 
adian government war bonds. In the national welfare. It is certainly fair for Spent at Fort Lauderdale, Fla., with Pi a ge en ee Se oe 
British Isles Canada Life subscribed $5,-. the institution of life insurance to say ay Wee ae Se SEM Mr. Spencer was born Selma, 
200,000 to British war loans. In total that a man who invests in life insurance H. W. Manning, general manager of Cal., in 1894, and he Retail 
Canada Life purchased $24,200,000 of today is not only serving himself and his —— oe rs 14 Boca ong 4 Credit in 1913 at San F ‘0. He 
es ent bonds, an amount which community by protecting his ty | vice-presi ent of eae eee ker Sew sctviee i Rew 4 in the 
government bonds, < é community by protecting 11s family put ber of commerce. home office, at Montreal, as manager at 
would pay for more than 120,000 ma- that the premium is in no wise competi- R. E, Irish, president of Union Mu- Atlanta, before being named_vice-presi- 
chine guns. The investment in govern- tive of the war effort and is indeed tual Life, has been elected president of dent, with headquarters in New York 
ment war and defense bonds during 1941 highly in its interests. However, it wil! the Greater Portland Community Chest. in 1929. He had been a director since 

Was greater than its entire renewal pre- be well for the companies to at upon Clyde F. Gay, former Boston man- 1930. ; F ; 
mium income. Mr. Price’s outburst as perhaps symp- @8¢" of Aetna Life, who becomes sec- ey a bs: , nies hy oa 
We share Mr. Price’s apparent revul- tomatic of how public opini Sturn 0nd vice-president of John Hancock ee 2 See hie oF ee, 

Rina : ' omatic of how public opinion may turn yfutual Life April 1, was given a com- Texas, died there. 

sion for leaning on the flag pole, so to and handle the war theme at all times plimentary luncheon ‘by a score or more S. H. Benbow, 88, dean of Kalama- 
speak, and we think it would be well for jn connection with advertising and pub- of Boston general agents. Vice-presi- zoo, Mich., life Be Poco and old- 
life insurance companies individually icity with true dignity and patriotism. dent Paul F. Clark and J. Harry Wood est active agent in Michigan for many 
and the industry as a whole to be on the Incidentally Mr. Price could profit by represented the John Hancock home of- years, died there. He had : presented 
lookout for danger signals. Advertising « oieit f os pee _~, fice. George P. Smith, New York Life. Northwestern Mutual Life continu- 
; Seg ing a visit from a life underwriter who need past president of the Boston General ously for 54 years and was its oldest 
copy writers in all lines seem to be doing not be too advanced, as he seems to Agents Association, was in charge of active agent. Four years ago he was 
handsprings to find a war tieup for haye some quaint notions about the life the gathering. Mr. Gay was presented the guest of honor at a banquet given 
everything. The public may very soon jnsurance business. Being from Chi- @ gift from , his associated general by the company on his 50th anniver- 

perceive the shallowness of some of cago he perhaps confuses it with the agents in the Boston field. ; sary with the pian aide 5 
these claims and become entirely unre- packing industry which buys a pig, kills _Edmund Fitzgerald, vice - president _ Mrs. Elizabeth Aiken, v2, wire si Al- 
res yee : = : 3 Northwestern Mutual Life, has been fred L. Aiken, chairman of yoard of 
ceptive if not antagonistic to war time jt, cuts it up and sells the pieces for more jominated for the position of alumni New York Life. died at home in 
advertising themes. than it paid for the live pig. As Mr. fellow of the Yale Corporation. He New York City. Mrs. Aitken was a 
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“Now, John, let’s get to a point. 
wear a dress like this?” 


naan eaten, 








native of Worcester, Mass. She and 
Mr. Aiken were married in 1896. She 
was a director of the National Girls 
Friendly Society of the Protestant Epis- 
copal Church 20 years, a governor of 
the American Women’s Association and 
a director of the Church Mission of 
Help. 

Grady V. Fort, 48, general agent in 
Des Moines of Equitable Life of Iowa, 
died unexpectedly in a Des Moines hos- 
pital from a heart attack. He had an 
outstanding record with Equitable and 
his agency was one of its leaders in 
production. 


He was born at Stronghurst, III., 
and was a graduate of Northwestern 
University. He taught for a number of 
vears and became _ superintendent of 


schools at Shenandoah, Ia. He started 
with Equitable in 1932 as an agent at 
Shenandoah and made a successful rec- 
ord there. In 1935 he was named a 
field supervisor and traveled all parts 
of the country recruiting and training 
new agents. He was appointed general 
agent in Des Moines in 1937. 

He was president of the Des Moines 
Association of Life Underwriters and a 
past president of the General Agents & 
Managers Club of Des Moines. At the 
time of his death he was chairman of 
the defense bond sales campaign among 
life insurance men in Des Moines. 

Oscar W. Schmitz, 54, formerly with 
Metropolitan Life in Manitowoc and 
Oshkosh, Wis., and as assistant man- 
ager in Sheboygan, Wis., where he later 
became general agent for Mutual Trust 
Life and also operated a local agency, 
died following a brief illness. 

James E. Fitzgerald of San Jose, Cal., 
45, leading personal producer of Fidelity 
Mutual Life, life member of the Million 
Dollar Round Table, died suddenly Mon- 
day from a heart attack. He had been 
with the Fidelity 10 years. 

M. Harold Casey, general agent 
Equitable Society in San Francisco, cov- 
ering northern California, died sudden- 
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Would you ever want your daughter Betty to 


ly at his home there Monday from a 
heart attack. He had been in poor 
health but apparently had recovered and 
was back at work. Mr. Casey entered 
the service of the company in 1916 un- 
der General Agent Alexander Shields. 
He was made assistant manager in 1918 
and manager in 1921 on the retirement of 
Mr. Shields. He left the company in 
1926 to enter other fields of work but 
returned as general agent in July, 1937. 
He was about 50 years old. A son, Alex- 
ander M. Casey, formerly associated 
with his father, is now a naval ensign. 

H. J. Hannigan, Northwestern Mutual, 
former chairman of the New York City 
Life Underwriters Association’s board of 
directors and active on various commit- 
tees, died following a heart attack March 
18. He was striken while buying tickets 
at the Madison Square Garden box office. 

An alumnus of Syracuse University, 
Mr. Hannigan was president of the uni- 
versity student body in 1917 when he 


left college to join the 48th infantry 
as a lieutenant. Shortly after the war 
he was instrumental in effecting the cap- 
ture of John Willers, a former captain 
in the 48th infantry who was being 
sought as a German spy and for em- 
bezzling $4,000 from Company D of the 
48th. Willers later confessed he had 
entered the United States army under 
the direction of his superiors in Ger- 
many. He was court-martialed for de- 
sertion and his five-year prison sentence 
was upheld by President Wilson. 
After leaving the army Mr. Hannigan 
became a partner in the Personal Sta- 
tionery Company. When this disbanded 


in 1919 he became an agent of the 
Northwestern Mutual in New York City. 
He was board chairman of the New 
York association in 1939-40 and was 
scheduled to be elected president last 
year but declined on the advice of his 
physician who said that he should avoid 
unnecessary exertion because of his heart 
condition. 





Family Fund Joins Conference 

Family Fund Life of Atlanta has 
joined the Industrial Insurers Confer- 
ence. 








Their work set new records. 
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| 
_ Interesting Highlights from 
Our 37th Annual Report 


1941 was a splendid year for INDIANAPOLIS LIFE MEN. 


NEW BUSINESS WAS 9% AHEAD OF 1940 


| RENEWAL LAPSE RATIO—Lowest in the Company's 
history —3.64%/, 


AVERAGE PRODUCTION FOR TOP 100 MEN WAS 11% 
GREATER THAN IN 1940 


THE EFFICIENCY CLUB—A new and most helpful Club— 
aided men in setting proper objectives, checking regu- 
larly their progress, improving their skills, and increasing 
their earnings from regular commissions. (This Club had 
more members than ever in January, 1942.) 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
| Organized in 1905 


| Agency opportunities available in Indiana, Illinois, 
| Ohio, Michigan, Minnesota, lowa, Texas and California. 


It was a good year for the 


$ 5,776.494.00 
120,544,398.00 


$ 2,366,623.43 
28,511,374.77 


A. H. KAHLER 
2nd Vice-President 
Supt. of Agencies 








North American Reassurance Co. 


99 John Street 


Lawrence M. Cathles, Ares. 
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NEWS OF THE COMPANIES 





Zahniser New 
Agency Director of 
Standard Life, Pa. 


Chalmers F. Zahniser, heretofore 
home office general agent, has been ap- 
pointed director of 
agencies of Stand- 
ard Life of Pitts- 
burgh to succeed 
the late John D. 
Van Scoten, who 
died March 3. Mr. 
Zahniser was born 
and reared in Pitts- 
burgh. He attended 
Wooster College in 
Ohio, and gradu- 
ated at the Univer- 
sity of Pittsburgh 





ae 





school of business 
administration in C. F. Zahniser 
1927, 

Mr. Zahniser was connected with the 


Homewood Peoples Bank in Pittsburgh 
until 1932 when he joined Standard Life. 
He was in Altoona, Pa., for a time and 
then in Philadelphia. In 1936 he was 
appointed general agent in Pittsburgh. 
Mr. Zahniser is a graduate of the man- 
agers’ school of the Research Bureau, 
and he is a C. L. U. 

Mr. Zahniser is a director of the Pitts- 
burgh Life Underwriters Association. 
a as past president of the Pittsburgh 





Beneficial Life Makes 
Important Gains 


Beneficial Life of Salt Lake City 
made very satisfactory progress during 
1941. As President E. J. Grant sum- 
marizes the results: “It paid a substan- 
tial amount to policyholders and bene- 
ficiaries, increased the amount of 
insurance in force, total assets and re- 
serves, and added substantial sums to 
the contingency and surplus funds.” 

Assets are $17,436,268, capital is 
$250,000 and net surplus is $1,007,649. 
In addition there is a contingency re- 
serve fund of $1,040,000. Total paid to 
policyholders and beneficiaries was $1,- 
098,481 and insurance in force was $90,- 
078,963, an increase of $7,561,639. Bene- 
ficial Life increased its investment in 
government bonds $888,000 during the 
year. 


Goode, Irons 
Are Advanced 


by Mutual Trust 


W. R. Goode, formerly assistant 
agency secretary of Mutual Trust Life, 
has now been appointed as director of 
the newly organized field service depart- 
ment. This, “of course, is a unit of the 
agency department. It will be devoted 
principally to educational and sales pro- 
motional activities. 

Administrative duties of the agency 
department have now been taken over 
by Harry C. Irons, who has been in the 
agency department about a year and is 


now appointed agency secretary. He 
was formerly an editor of the “Insur- 


ance Courant.” 





American National Assets 
Now Exceed $100,000,000 


American National of Galveston 
crossed the $100,000,000 mark in assets 
during 1941 and stood at $100,694,198 at 
the year end. That is an increase of bet- 
ter than 10 percent, as the assets of the 
previous year amounted to $89,165,398. 

Policy reserves are $78,234,167, capi- 
tal remains at $2,000,000; there is an in- 
vestment contingency reserve of $2,500,- 
000, special reserve of $1,000,000 and net 
surplus of $10,955,563, as compared with 
$10,547,983 the previous year. The sur- 
plus as to policyholders is thus $16,455,- 
563. 





Hear Suit Against National, Ia. 


DES MOINES—Suit of William 
Altman of Miami, Fla., seeking an in- 
junction and receivership for National 
Life of Des Moines is on trial here. 
Altman seeks to enjoin the company 
from making further increases in as- 
sessments, to compel equality of assess- 
ments among old assessment certificate 
holders and to place the company in 
receivership. 

Among the witnesses were Commis- 
sioner Fischer, Russell Thomas, head 
of the life division of the Iowa depart- 
ment, and E. S. Kinney, Des Moines 
special agent of New York Life and 
former secretary of National Life in its 
assessment days. 





Life 


icy of 


of Virginia has adopted a pol- 
granting free hospitalization to 


all employes. It is also liberalizing 
benefits under the employes retirement 
plan. 


New Business Issue Unit 
Head of the Northwestern 


MILWAUKEE — J. N. Lochemes 
has been appointed superintendent of 
the newly created home office new busi- 
ness issue department by Northwestern 


Mutual Life. The new department is 





J. N. 


LOCHEMES 


a merger of the policy division of the 
secretarial department and certain units 
of the medical department. Mr. Loch- 
emes, associated with the company for 
more than 30 years and an assistant 
secretary since 1928, will have general 
supervision of the issuance of new poli- 
cies and annuity contracts and of un- 
derwriting not directly related to medi- 
cal risk selection. Dr. D. E. W. 
Wenstrand continues as head of the 
medical department. 


Royal Union Lien Cut 


A new reduction in the lien against 
policies of the old Royal Union Life, 
now being administered by Lincoln 
National, has been put into effect. It 
amounts to 6 percent of the lien that 
was in effect at Dec. 31, 1941. The 
amount of the lien reduction is $403,- 
753. Of that amount $45,389 in cash. 
will be paid to holders of certificates of 
lien reduction on policies that already 
have matured. 
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Cal-Western Agents 


are 


“Welcome 
Guests” 
in more homes 


—every year, because of 
a constant increasing flow 


of group claims. 


Wherever possible, claim 
checks on CWSL's many 
group cases throughout 
the West are delivered 
personally by our local 
representatives, opening 
the way for new Life and 
A & H business, as well as 
frequent Salary Savings 
installations and business 


insurance cases. 


California 
WeStern 
Stites 
Life 
Insurane!l® Company 


HOME OFFICE SACRAMENTO 
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LIFE AGENCY CHANGES 





Has Charge of Pittsburgh 
Life Office of M. & M. 


Haydn Stuessy, who has been in the 
group department of Marsh & McLen- 
nan in Chicago since March, 1940, has 
been appointed manager of the life, ac- 

















HAYDN STUESSY 


cident and group department of the com- 
pany at Pittsburgh. 

Mr. Stuessy was in the general insur- 
ance business in Chicago for four years 
before going with the Earl M. Schwemm 
agency of Great-West Life in Chicago 
in May, 1939, as group supervisor. Previ- 
ous to his insurance experience Mr. 
Stuessy was engaged in personnel work 
in Chicago, with Marshall Field & Co. 
and Swift & Co. 

He was instrumental in organizing the 
—- supervisors’ division of the Chi- 

‘ago Life Underwriters Association, and 
has been active in its affairs. 


Dinwiddie Named Acacia 
Manager in New Orleans 


Malcolm L. Dinwiddie has been ap- 


pointed branch manager for Acacia 
Life in New Orleans. For the previous 
12 years Mr. Dinwiddie was a personal 
producer with Sun Life of Canada in 
New Orleans. He is well known and 
is a past president of the New Orleans 
Life Underwriters Association. He is 
at present a member of the legislative 
committee of the National association 


and is Louisiana chairman of the Na- 
tional association’s defense savings fund 
committee. 


Penn Mut. Names Lipscomb 
Louisville General Agent 


Tom E. Lipscomb has been appointed 
general agent at Louisville for Penn Mu- 
tual Life, succeeding the late Arthur W. 
Finley. Mr. Lipscomb has been associ- 
ate general agent of the Louisville 
agency since June, 1930. 

Although much of his time has been 
given to organization work in the agency, 
he has been one of the leading personal 
producers in the state, and is a past 
president of the Louisville Association 
of Life Underwriters. 

He has worked in life insurance in 
Hopkinsville and Lexington, Ky., and 
West Palm Beach, Fla., and knows the 
problems of the agent in the country as 
well as the city. 

Mr. Lipscomb is a native of Hopkins- 
ville. He entered life insurance in 1919, 





Lincoln National Names 
General Agent in Boston 


David B. 
general agent in Boston by 


McEwan has been appointed 
Lincoln Na- 


tional Life. Offices 
of the agency will 
be at 100 Milk 
street. 


Mr. McEwan en- 
tered insurance in 
Boston, and in 1935 
went to Newark. 
In 1938 he joined 
the William H. 
Barber agency of 
Connecticut Gen- 
eral in Newark, and 
later became assist- 
ant manager. His 
experience includes 
selling, solicitation 





D. B. MeEwan 


or brokerage business, recruiting and 
supervising. 
He is chairman of the membership 


committee of the Northern New Jersey 
Life Underwriters Association and on 
the executive board of the northern 
New Jersey C. L..U. chapter. He is sec- 
retary and a director of the New Jersey 
State Junior Chamber of Commerce. 


Zehr New District Manager 

Roy M. Zehr has been appointed dis- 
trict manager in Chicago by Manager 
W. C. Peck of Reliance Life. Mr. Zehr 
will have headquarters in the branch of- 





Joins State Mutual 





HENRY G. DRABIN 


Henry G. Drabin, the new general 
agent of State Mutual Life in San Fran- 
cisco, associated with General Agent 
Arthur K. Deutsch, has been a success- 
ful personal producer with Penn Mutual. 


He is but 32 vears of age and hence 
is one of the youngest general agents 
in San Francisco. He has been in the 


business for nine years. 


fice. He formerly was cashier of the 
Stock Yards National Bank at Chicago, 
and since then has had seven years’ life 
insurance sales experience as an agent 
of Equitable Society. Mr. Zehr will 
build a new unit. 


Crowder Manages Ala. 
Prudential Ordinary 


Prudential ordinary business in Ala- 
bama, effective immediately, will be op- 
erated from Birmingham under the di- 
rection of Manager Arthur C. Crow- 
der, Jr. 

Mr. Crowder became a special agent 
with the company in 1925, and assistant 
manager in 1927, under his father, the 
late Arthur C. Crowder, under the frm 
name of Arthur C. Crowder & Son. In 
January, 1936, his father retired and the 
son became manager of the company for 
north Alabama. 

The Mobile agency has now been dis- 
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The Company has assets of...... 

Percent 

of total 

investment 

3.05 Cash in Office and Banks........... 
21.58 U. S. Gov. Bonds... 
15.70 State and Mun. Bonds...... 


Total insurance in force Dec. 31, 1941.......... 





-.. 44,949.74 


Condensed Report of the Condition of the 


BENEFICIAL LIFE INSURANCE COMPANY 


SALT LAKE CITY, UTAH 
HEBER J. GRANT, PRESIDENT 


as of December 31, 1941 


hateaad $17,436.268.58 It has liabilities of 
Legal reserve on a 
ties, and supple 
oe 
.-.§ 531,925.76 
... 3,762,207.38 
. 2,737,995.98 


Dividends and cou 
left by policyhold 
to draw interest. 


ZO ONGIOTE PONG sis c eo ice vk de cw tensemen kaaeal cae enka Pe tae 
1.40 Railroad Bonds ne Hae ardcoa Sol futeren aires 244,252.96 tepasted wien whieh yeools have 
6.36. Public Utility: Bonds: ..:.)5 05 <cjcns se deiecncss 1,108,844.35 not been completed............... 40,687.10 
1.46 Industrial and Miscellaneous Bonds....... 254,578.92 Federal and States taxes for 1941 
WEY Stet ones ee ie cache Sa ce Ness cea ou ewes 193,509.77 A Lanse eae tes she cabana es Fae 54,255.00 
22.64 First Mtge. Loans and Contracts, City.... 3,947,312.69 a as current 37 270.40 
5.97 First Mtge. Loans and Contracts, Farm... 1,040,845.61 Premiums and rents paid in advance, ; 
1.60 Home Office Bldg. and other Real Estate.. 279,398.94 and unearned interest..... ou 113,636.14 
15,70 Loans to Policyholdets: ... «2.6.0.5 0028560+ 2,737,573.61 The excess of assets.over liabilities. even eee es $ 2,297,649.22 
64 Interest Due and Accrued. oo... 112,077.23 a. + samme 
2.53 Other Assets including Net Amount of Un- ELS TE ES RR DES .....+ 1,007,649.22 
collected and Deferred Premiums......... 440,795.59 Contingency reserve fons ea 1,040,000.00 
HIGHLIGHTS OF THE COMPANY'S OPERATIONS IN 1941 
Paid to beneficiaries during 1941................... $ a. 782.54 rR CN No iis hood ees wacceecsinwes 7,561 ,639.00 
Paid to policyholders during 1941............ 711,699. 41 Total admitted assets..... Sad a Wartra od & diane ate 17,436,268.58 
Total paid to policyholders and beneficiaries in 1941 1,098 ,481.95 Increase in assets over 1940.. 1,451,303.62 
Total paid since organization...................... For each $10C of obligations the Company has $115.18 of re- 


0,114,855.87 
0 sources. 


Dividends and coupons declared and 
payable to policyholders 


PE EEE Te e $15, 138,619.36 
ll policies, annui- 

mentary contracts 

MS OESEE Tee eee $14,017,539.45 


256,554.00 


pons accrued but 
ers with Company 
618,677.27 
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Spring Bouquets 


“Your 1941 Report is a splendid example 
of an intelligent approach to this question of 
Annual Reports. I have felt for some time 
that each business organization should ap- 
proach the matter from the standpoint of 
their particular product or service, and that 
the Report should be a part of their person- 
ality as much as any advertising or selling 
that they do. 


with which I am sure your policyholders 


Aside from the appreciation 
will receive this report, I can imagine that 


the agents who represent you will gain 
strength and inspiration from the interest- 
ing, yet thoroughly rationalized, approach 
“—Paul S 


Advertising-Sales Promo- 


you make to your business. 
Ellison, Director, 
tion, Hygrade Sylvania Corporation, New 


York City. 





o—-- 


“Your Sixty-Second Annual Report 
has been received. It is exceptionally 
and 
George H. Duck, Advertising Manager, 
Lee Tire and Rubber Co., Conshohock 


en, Pennsylvania. 


interesting very well done.” 


—-——O — —— 


“T have enjoyed tremendously glancing 
through the Sixty-Second Annual Report of 
your Company. You are certainly to be 
congratulated on the excellent presentation 
this Report makes of your year’s results. | 
like particularly the visual method you have 
used in putting over a number of the points 
and the very human and easily understand- 
"—N. C 


Lumber- 


able approach of the entire report. 
Flanagin, Second Vice-President, 
mens Mutual Casualty Company, Chicago 


Illinois. 
—— — Q————- 


“Your Sixty-Second \ 1 
is very effective indeed.""—Stuart Pea- 
body, The Borden Company, 350 Mad- 
ison Avenue, New York. 
— —O —— 


“You are certainly to be congratulated on 
the narrative style of your Annual Report 
I'm especially impressed with the simplicity 
We see a 


lot of Annual Reports, of course, in this bus- 


and clearness of its presentation. 


iness, and the trend unquestionably is to- 
ward this type, which the average policy- 
holder can read 
quickly."—Howard Rose, 
Son, New York City. 


and _ understand 
N. W. Ayer & 


easily 


Bankers /7/e ComPpANY 
DES./MOINES 
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continued . a separate unit and Man- 
ager R. B. Tapia of Mobile wiil operate 
as assistant manager under Mr. Crow- 
der. 


Merge Lawrence, Kan., Agencies 

The Holmes Investment Company 
and the McGrew-Peck Investment Com- 
pany, local agencies at Lawrence, Kan., 


have consolidated. The new firm will 
operate as Holmes, McGrew, Peck Com- 
pany. 


J. R. C. B. and J. W. Holmes will 
continue as general agents of Farmers & 
Bankers Life as a separate function of 
he business. 

The Holmes Agency was founded 
1874 by August L. Selig and purchased 
by the Holmeses in 1921. 

The Peck-McGrew 
formed in 1932. 


agency was 


John Hancock ‘Shifts Managers 


The John Hancock Mutual Life has 
established a new district at Upper 
Darby, Pa., with C. A. Schenk, Jr., for- 
merly of Chester, Pa., as district man- 
ager. W. J. Buckley, former assistant 
manager at Camden, N. J., succeeds 
him at Chester. 

Harry Miller, district manager at 
Meriden, Conn., becomes district man- 
ager at West Philadelphia (formerly 
Philadelphia 4), succeeding B. J. 
Woods, retired. S. M. Murano is pro- 
moted from assistant manager at New 
London, Conn. to manager at Meriden. 





Zenner With Bankers, Neb. 

Lynn P. Zenner, until recently dis- 
trict manager at Sioux Falls, S. D., for 
Northwestern National Life, has been 
appointed general agent of Bankers Life 
of Nebraska for that territory. 


John Hancock N. J. Shifts 


Several John Hancock promotions 
and changes have been announced. B. 
J. O’Donnell, district manager at 
Hackensack, N. J., has been granted 
leave of absence to enter military serv- 
ice. P. J. Ambrosine, formerly district 
manager at Paterson, N. J., takes his 
place as district manager. He is suc- 
ceeded by Max J. Levinson, assistant 
manager at Hackensack. 


Canada Life Aavences Two 


Canada Life has made two important 
changes in its agency organization in 
California. 

IF, E. Bowen, manager of Oakland 
branch, has been appointed agency 
assistant and has been transferred to 
head office in Toronto. R. W. York 
becomes district manager in charge at 
Oakland. 

Mr. Bowen joined Canada Life in Los 
(Angeles in 1932. He was appointed 
district manager at Pomona in 1934 and 
manager at Oakland two years later. 

Mr. York has been associated with 
Canada Life since January, 1940. He 
earned membership in the junior pro- 
duction club his first year and in the 
Quarter Million Club in 1941. 





E. R. Fowler, Amarillo, Tex., has 
been appointed district manager of Uni- 
versal Life & Accident. Mr. Fowler 
started with the Universal Life in 1935. 


Correction of Table 
Giving Pennsylvania Results 


The table on Page 7 in the March 20 
edition of THe NATIONAL UNDERWRITER 
giving the experience of life insurance 
companies in Pennsylvania last year car- 
ried an incorrect heading. The figures 
in the first column in that table are 
premiums received by each of the com- 
panies in Pennsylvania last year and 
not amount of insurance written, as the 
caption indicated. 

As a matter of fact, THe NATIONAL 
UNDERWRITER requested to be furnished 
with figures on insurance written but 
the instructions were mis sinterpreted and 
the figures that were given were for 


ininhaieaaianaites UNDERWRITER 
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Effect of Tax 
Recommendations 
Is Estimated 


The American Life Convention sent to 
its member companies a questionnaire 
form, requesting them to make a calcula- 
tion of what their federal income tax lia- 
bility would have been on the basis of 
1941 results had the tax recommenda- 
tions that were made by the Treasury 
department the other day been in effect. 
Of course, the companies arrive at dii- 
ferent results depending on their own 
interest earnings, the amount of interest 
from tax exempt sec urities 5 and the in- 
terest factor that is used in calculating 
reserves. Judging by what some compa- 
nies have found the income tax would 
under that formula be somewhere equiv- 
alent to 1 or 1% percent of premium 
income. Although the Treasury has not 
committed itself, it is understood that it 
does desire to derive in taxation about 
$30,000,000 from insurance companies. 
In the past the federal income taxes ot 
life companies have aggregated only 
about $500,000. A tax of $30,000,000 
would be somewhat less than 1 percent 
of all premiums both new and renewal. 
Rough Approximation of Liability 

A very rough way of arriving at the 
approximate tax liability of any com- 
pany under the Treasury recommenda- 
tions is to take 55 percent of the income 
derived from investments supporting 
surplus to policyholders and 55 percent 
of the difference between 3.3 percent and 
the actual interest earnings of the com- 
pany on the portion of the assets sup- 
porting reserve. 

Some of the companies are very much 
in favor of a premium tax on new busi- 
ness Only instead of what the Treasury 
is recommending in the way of. in- 
creased federal income taxes. They 
would also like to have the tax one that 
could be passed on by the companies in 
the form of a surcharge. 


SALES MEETS 


Mass. Mutual Men 
Ready to Gather 


Seven agencies of Massachusetts Mu- 
tual Life in the mid-west will join with 
home office officials in a business con- 
ference at the Edgewater Beach hotel, 
Chicago, April 9-10. The agencies which 
will participate are Hughes and Houle, 
Chicago; Davenport, Ia.; LaSalle, IIL; 
Madison and Milwaukee, Wis.; and 
South Bend, Ind. 

C. ©. Fischer, 





agency vice-president; 
Lloyd Mallon, assistant director of 
agencies; Hampton H. Irwin, educa- 
tional director, and several agency as- 
sistants will take part. 

The conference will start at a lunch- 
eon which will be followed by a produc- 
tion clinic conducted by Mr. Irwin. 
There will be a dinner in the evening. 


Home Office Men to Speak 


A breakfast is planned for the next 
morning, followed by a morning session 
at which the home office men will dis- 
cuss current topics. 

General Agent Archibald Houle will 
hold an open house April 11, in the new 
quarters in the Field building which he 
is to occupy this week-end, at which 
those attending the Chicago meeting 
and general agents passing through to 
attend the general agents conference in 
Detroit April 13-15, will be guests. 





Hold Regional in Birmingham 

G. S. McCarter, superintendent of 
agents ordinary department, urged 
agents to work harder than ever at the 
job of selling insurance because “it is 
a patriotic duty to strengthen the na- 
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Insurance Company 
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tion, and a bankrupt family or individ- 
ual can do nothing to help,” at the re- 
gional convention of American National 
of Galveston in Birmingham. 

“Money saved and invested in life in- 
surance not only insures self-reliance 
for men and their families,” Mr. Mc- 
Carter said, “but these life insurance 
dollars are in turn reinvested in govern- 
ment bonds and in industries vital to 
our war efforts.” 

Regional conventions are a wartime 
innovation. Previously annual conven- 
tions were held at the home office. 


Lincoln National 


Calls Off Parleys 


The 1942 agency conventions of Lin- 
coln National Life have been called off 
and qualified agents will be proportion- 
ately rewarded with defense bonds. 

A. L. Dern, vice-president and direc- 
tor of agencies, said that several reasons 
led to the decision. Among them are 
the automobile and tire situation, uncer- 
tainty of traveling accommodations, ris- 
ing prices, the probable reaction on pol!- 
icyholders, the fact that several qualified 
members are now in service, present un- 
favorable location of sites previously 
chosen, and so on. 

The government has asked that every 
effort toward conservation be encour- 
aged. Therefore, instead of spending the 
money on conventions, “we felt it would 
be far wiser to lend it to the govern- 
ment and thus contribute to the financ- 
ing of the war,” Mr. Dern said. 

Convention expenses will be approxi- 
mated and this sum will be divided by 
the total number of members of both the 
Circuit Rider and Emancipator clubs. 
Emancipator Club members will receive 
two shares and Circuit Riders one share 
Similar calculations will be made for the 
members of the President’s Club. De- 
fense bonds in an equivalent value will 
be sent to each one who qualifies. 

“We shall look forward to an early 
resumption of these conventions,” Mr. 
Dern said. 





Amicable Rally at Abilene, Tex. 


Amicable Life held a meeting at 
Abilene, Tex., for the San Angelo 
Abilene, and Lubbock agencies at the 
end of a production contest among the 
three agencies. Lubbock won the con- 
test and the members of that agency 
were honor guests. : 

Hollis Manly, Abilene manager, was 
toastmaster at the banquet. Speakers 
at the business session were H. K. 
Easly, actuary; Franklin Smith, assist- 
ant actuary; Lucian Jones, agency di- 
rector, and J. I. Jordan, leading pro- 
ducer for 1941. 


Research Bureau Completes 
First 1942 Agency School 


TORONTO—The first 1942 agency 
management school of the Sales Re- 
search Bureau has been completed here. 
Attendance comprised 39 men _ repre- 
senting 11 Canadian companies and one 
United States company. Members of 
the bureau staff participating in the 2 
weeks course were John Marshall Hol- 
combe, Jr., manager; B. N. Woodson, 
assistant manager and director of the 
school, and H. Fred Monley, and Ward 
Phelps, consultants. 


As is customary the class_ elected 
officers. They are: Felix Harrison, 
North American Life, president; Irving 


Riddell, London Life, vice-president; 
James Crossland, Mutual Life, secre- 
tary, and H. R. Phillips, London Life, 
treasurer. 

W. C. Laird, superintendent of agen- 
cies of London Life, was the only out- 
side speaker. He _ discussed “The 
Agency Plan.” 

The usual “graduation” banquet was 
omitted this year, and in its place was 
held an informal cocktail party attended 
by members of the class, guest alumni, 





and officers of a number of the Cana- 
dian companies. 

Two more schools are scheduled this 
year. The next will be held at the Uni- 
versity of Connecticut, May 18-29, and 
the other at the Edgewater Beach Hotel 
in Chicago, July 13-24. 


CHICAGO 


WARD CASHIERS’ VICE-PRESIDENT 

Perry L. Ward, New England Mu- 
tual, has been named vice-president of 
the Life Agency Cashiers Division of 
the Chicago Association of Life Under- 
writers. J. L. Beesley, Equitable So- 
ciety, becomes director for two years. 








MRS. PHILLIPS HEADS DIVISION 


Mrs. Jeannette Thielens Phillips of 
the Hughes agency of Massachusetts 
Mutual Life in Chicago was _ elected 
chairman of the Women’s Division of 
the Chicago Association of Life Un- 
derwriters at the annual meeting. She 
succeeds Miss Bessie M. Dixon, Houze 
agency John Hancock. 


Current problems in life insurance 
selling were discussed. Miss Mabel 


Durland, Equitable Society, was discus- 
sion leader. 





STRONG AGENCY FAR AHEAD 

The Strong general agency of John 
Hancock Mutual Life in Chicago just 
wound up its first full year since D. A. 
Medaris joined forces with Sherman 
Strong, and shows total paid for busi- 
ness in the 12 months including March, 
1942, of $4,549,622. This includes $2,- 
688,750 of ordinary business and the re- 
mainder group and annuities. The or- 
dinary business alone in the period 
gained more than $2,000,000 over the 
same 12-month period in 1940-1941. In 
the first two months this year the 


Strong agency went to 11th place 
among all John MHancock’s ordinary 
agencies. In 1942 it rose from 61st to 


24th place. 


HOULE AGENCY TO MOVE 

The Archibald Houle general agency 
of Massachusetts Mutual Life in Chi- 
cago will move this week-end to new 
quarters in Suite 660, Field building. 
The arrangements there are more effi- 
cient and the appointments will be most 
modern. There are a number of priv- 
ate offices, the three inner ones 
having fluorescent lighting, and me- 
chanical ventilation. General Agent 
Houle has eliminated the usual agency 
room. The largest private office will 


hold four agents and the others each 
two. The office trim is walnut. 

The Houle agency last year had a 
25 percent increase in annual premium 
business. Mr. Houle became general 
agent Aug. 1, 1939, when the agency 
stood 31st among his company’s gen- 
eral agencies. In 1941 it rose to 14th 
place in volume and for the first two 
months this year placed 11th. There 
Was a 15 percent increase in paid vol- 
ume last year. 


ZISCHKE A PIONEER 
H. A. Zischke, manager of the Union 
Central Life in Chicago, is one of the 
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few general agents or managers that is 
an expert on pension trusts and retire- 
ment programs for firms or corporations. 
Mr. Zischke, in fact, is one of the first 
men in the city who made a profound 
study of this subject. He started a num- 
ber of years ago when the matter of 
taxes was not at all acute. He believed 
that there was a big field for some plan 
of retirement for employes and officials. 
In his agency he handles the mechanics 
of all such propositions. The agents 
make the contacts and secure the inter- 
view. In fact, the Chicago agency has 
been very successful in closing a num- 
ber of cases. Mr. Zischke does not hold 
back in spending money for attorneys’ 





Mutual's history. 








State Mutual business stays on the books. 
Last year, voluntary terminations were but 
2.98% of the insurance in force at the begin- 
ning of the year . . . an impressive record 
and the highest persistency rate in State 


It's quality business by a quality company. 


State Mutual Life Assurance Company 
of Worcester, Massachusetts 


Incorporated 1844 
Americas 5th Oldest Life Jasurance Company 














The Institution of Life Insurance can be proud of 
the fact that the service it provides is truly repre- 
sentative of the democratic way of living. 


In it free men associate themselves voluntarily for 
the purpose of obtaining economic security. Through 
it the ties, ideals and traditions of family life are 
strengthened and protected. 


INSURANCE IN FORCE, 632 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 205 MILLION DOLLARS 





INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
Established | 837 
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fees, certified public accountants’ an- 
alyses, etc., in setting up a program that 
will stand. Some cases are expensive to 
handle. 


AGENCY’S 





SCHWEM™M RECORD 


Earl M. Schwemm, agency manager 
Great-West Life in Chicago, in Febru- 
ary completed the 10th consecutive 
month as a leader of all of the com- 
pany’s agencies in Canada and_ the 
United States in volume of new paid 
for business. To date the agency has 
more than doubled its volume of paid 
business as compared with the corre- 
sponding period of 1941. Mr. Schwemm 
is program chairman of the Life 
Agency Managers of Chicago and will 
preside at the afternoon session of the 
sales congress there April 19. The fol- 
lowing week he will leave for Nashville, 
Tenn., to address the Nashville Asso- 
ciation of Life Underwriters. 


MOORE, CASE IN NEW QUARTERS 


Moore, Case, Lyman & Hubbard, one 
of the three Chicago general agencies of 
John Hancock Mutual Life, opened its 
new life department offices in 1221 In- 
surance Exchange building. Within a 
few months Moore, Case, which is a 
general insurance agency, will transfer 
its general offices into larger spaces ad- 
joining the life department. 

The new office is ultra modern, with 
walnut trim, new walnut furniture, steel 
files, bankers screen fluted glass parti- 
tions. The ceiling is soundproofed and 
the floors are of composition tile. W. A. 
Fowler is the life department manager 
and R. B. Kegley is manager of the ac- 
cident department, which quarters in the 
same space. 


NEW YORK 


LOAN REPAYMENTS UP 








Loans on smaller policies are being 
paid off in greatly increased volume, ap- 
parently because policyholders in the 
lower and middle income groups are 
receiving higher pay in war industries. 
In many cases the policyholder’s wife 
brings in the payment in the form of a 
wad of dollar bills. There has also 
been a noticeable drop in the number 
ot policy loans made to pay premiums. 


NEW YORK LIFE C.L.U/S ELECT 
C.L.U. agents of the New York Life, 
who recently organized the Nylic Asso- 
ciation of Chartered Life Underwriters, 
have elected E. T. Golden of San Fran 
cisco as president. Henry B. Kay, Mil- 
waukee branch, was elected vice-presi- 
dent, and W. A. Spiker of Vice-presi- 
dent Lovelace’s office secretary. 
Members of the executive committee 
are E. G. Deane, Florida branch, Eu- 
gene Lysen, Chicago, and Joel Rich- 
ards, Salt Lake City. Voting was done 
by mail. Mr. Golden stated that one 
of the principal purposes of the new or- 
ganization would be to help other New 


York Life agents in their C.L.U. work. 
N. Y. CITY SALES 
Sales of ordinary life insurance in 


New York City in February, as esti- 
mated by the Life Insurance Sales Re- 
search Bureau and released to the New 
York City Life Underwriters Associa- 


tion, amounted to $56,025,000 as com- 
pared with $45,322,000, for February 
1941. 

MeNULTY TO REENTER ARMY 


John A. McNulty, manager of the 
Times Square agency of Prudential in 
New York City, will re-enter the army 
April 2 with the rank of captain. He 
will be on leave of absence from the 
Prudential for the duration. Mr. Mc- 
Nulty was graduated from West Point 
in 1920 and was president of his grad- 
uating class. He has been with the 
Prudential for the past 18 years, being 
manager for 12 years. He has been 


active in the New York City Life Un- 
Association, the 


Life Man- 


derwriters 


FieNATIONAL UNDERWRITER 


NEWS OF LIFE 


ASSOCIATIONS 





Florida Meeting 
Plans Announced 


MIAMI, F LA.—Speakers at the sales 


congress of the Florida Life Under- 
writers Association, April 3-4, at Or- 
lando, include: John A. Witherspoon, 


president National association, L. Seton 
Lindsay, executive vice-president New 
York Life, “War Clauses and Outlook 
for Business Under War Conditions;” 
W. B. Walker, vice-president Life & 


Casualty, “Freedom and Life Insur- 
ance;” Dr. W. B. Bailey, economist, 
Travelers, “Life Insurance in War 


Time,’ and Commissioner Larson, 
“Business in Florida.” 

Managers will hold a conference the 
afternoon of April 3, with talks by W. 
J. Hamrick, Gulf Life, W. H. Andrews, 
Jr... Jefferson Standard, Greensboro, 
N. C., Cecil Woods, president, Volun- 
teer Life, and Mr. Witherspoon. Wal- 
ter Schutt, Penn Mutual; Walter Pierce, 
Massachusetts Mutual; Cecil Beck, 
Equitable Society, and Charles Camp- 
bell, state manager Prudential ordinary, 
will participate in a round table dis- 
cussion. The business session and elec- 
tion will follow. 

S. Kendrick Guernsey, vice-president 
Gulf Life, will respond to the welcome, 
at the sales congress on April 4. A 
skit, “Modern Selling,” will be pre- 
sented by Luke Sadler, Ned Patton and 
Henry Motes. 


Beatrice Jones on Circuit 

Miss Beatrice Jones, Equitable So- 
ciety, president of the New York City 
Life Underwriters Association, is mak- 
ing a number of appearances before 
local associations. She spoke Wednes- 
day at Syracuse, N. Y., and will talk 


at Worcester, Mass., April 9; at the 
Connecticut sales congress, Hartford, 
April 24; New York state sales con- 
gress, Buffalo, May 15, and New 
Haven, June 18. She will address the 
Insurance Women of New York 
April 6. 

Youngstown, 0.—W. J. Schmidt, gen- 


eral agent Ohio National Life in Cleve- 
land and state chairman of the defense 
savings committee of the Ohio associa- 
tion, spoke on “Will Life Insurance En- 
dure?” 


agers Association and the Midtown 


Managers Association. 


Illinois Caravan 
Plan Successtul 


The two initial meetings of the IlIli- 
nois caravan, at Quincy and Decatur, 
were so well attended, President A. E. 
McKeough, Illinois State Association of 
Life Underwriters, announced, that at 
the request of local associations the fea- 
ture will be held again next year. The 
other two meetings are to be held at 
Galesburg, April 24 and Joliet, April 25. 
Attendance of about 125 agents was re- 


corded at each meeting, many being 
drawn from nearby local associations. 
The speakers were Mr. McKeough, 


who discussed the state association af- 
fairs; L. S. Broaddus, Chicago manager 
of Guardian Life, on “You and 1942”; 
J. D. Moynahan, Metropolitan, presi- 
dent American Society of C.L.U., on 
“The 1942 Market,” and Dr. J. H. 
Pearce, Peoria, associate general agent 
Connecticut Mutual, former dentist who 
became blind and has been a successful 
life insurance salesman for a number of 
vears. Dr. Pearce gave an inspirational 
message on “Our Policyholders.” 

James McGee presided at Quincy and 
T. B. Norris at Decatur, both being 
presidents of the local associations. C. 
C. Clouse, manager Bankers Life, pre- 
sided in the afternoon session at De- 
catur, 

Mr. Broaddus emphasized that induc- 
ing the public to buy all the defense 
bonds possible will have a value far be- 
yond the possession of the bonds, for it 
will influence people to get the habit of 
safe investments. It is wise for a man 
to buy life insurance to protect his de- 
fense bond investments, Mr. Broaddus 
said. CC. F. Eichenauer was guest 
speaker at the luncheon in Quincy. 


Regional Conference in Ft. Worth 


The one-day conference called by the 
National Association of Life Under- 
writers was held at Fort Worth, Tex., 
for presidents and officers of state and 
local associations in Oklahoma and 
Texas and national committeemen. 





Tri-State Congress Held 

The tri-state sales 
Fort Wayne (Ind.) Life Underwriters 
Association was held March 26, with 
about 150° from a 100-mile radius of 
Fort Wayne in Indiana, Ohio and 


congress of the 
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Michigan expected to attend. J. L. 
Mueller was general chairman. 
Speakers included Bert Nelson, 
Northwestern Mutual, Milwaukee; A. 


H. Kollenberg, Mutual Benefit, Grand 


Rapids, Mich.; Commissioner Vieh- 
mann, and John D. Cramer, deputy 
commiissioner. 





Connecticut Sales Congress 
in Hartford April 24 


The Connecticut State Association of 
Life Underwriters will hold a sales con- 
gress in Hartford April 24. Herbert G. 
Behan, Massachusetts Mutual, Hart- 
ford, is chairman. Agents are expected 
to attend from all over the state. The 
congress will be in the Aetna Life audi- 
torium, with both morning and after- 
noon sessions, 

Mr. Behan has appointed the follow- 
ing as chairmen of his various commit- 
tees: R. F. Ober, Connecticut Mutual, 
New Haven, tickets; F. B. Alberts, 
Aetna Life, Hartford, programs; R. C. 
Mix, State Mutual, New Haven, recep- 
tion and transportation, and W. L. 
Camp, Connecticut Mutual, Hartford, 
publicity. 





Membership, Financing Are 
Considered in Detroit 


DETROIT—Association membership 
and financing problems were considered 
here at a conference of National Asso- 
ciation of Life Underwriters officers 
with state and local officers from Mich- 
igan, Akron, Cleveland, Milwaukee, Co- 
lumbus, Toledo and Fort Wayne. 
Nearly 50 attended. The session fol- 
lowed a luncheon at which H. L. Har- 
vey, Equitable Society, Kalamazoo, 
Michigan president, and J. L. Lee, 





Schnell Is in Line for 
Illinois Presidency 


Phoenix Mutual, Detroit president; and 
S. W. Ryan, Penn Mutual, Detroit, na- 
tional committeeman were hosts. 

P. B. Hobbs, Equitable Society, Chi- 
cago, national trustee presided at the 
business gathering. The first essential 
of a drive to increase local membership 
is to select an able and active member- 
ship chairman, Mr. Hobbs declared, 
then to close educational meetings to 
non-members. As long as non-mem- 
bers can attend and hear the speakers 
presented without joining, many of 
them will do so, he asserted. W. R. 
Furey, Pittsburgh, and W. W. Hart- 
shorn, Hartford, national trustees, also 
discussed membership work. 

M. L. Hoffman, national executive 
secretary, reviewed financing of associ- 
ation activities and outlined the work 
being done by the association for the 
benefit of the field forces everywhere. 

Association officials and _ directors 
were present from Akron. 





List Notable Speakers for 
N. Y. State Sales Congress 
BUFFALO—Claude C. Jones, general 


chairman, has announced several out- 
standing speakers for the annual sales 
congress of the New York State Life 
Underwriters Association in Buffalo, 
May 16. 

Scheduled to address the congress are 
Beatrice Jones, president Life Under- 
writers Association of New York City; 
Charles J. Zimmerman, Connecticut Mu- 
tual, Chicago, past president National 
association; L. J. Zettler, superintendent 
of agencies Metropolitan Life, and A. 
Gordon Nairn, field supervisor Life Un- 
derwriters Association of Canada. 

Clay W. Hamlin, general agent Mu- 
tual Benefit, Buffalo, will lead a sales 
clinic of five experts. 

An attendance of more than 1,000 is 
expected. 





Chattanooga, Tenn.— Premium rates 


in practically all classifications are 


climbing and are due to go still higher 
as taxes on premiums increase, C. M. 
Bader, actuary of Interstate Life & Ac- 
cident, declared, explaining that “con- 
tinually lowering interest rates brought 
about by federal economic control,” are 
also a big factor. President King Fritts 
appointed E. O. Martin, Tom Devine, H. 
H. Mansfield, and C. O. Stephens as a 
committee on cooperation in the meet- 
ing of the Life Insurance Advertisers 
Association here May 14. 

Kalamazoo, Mich.—Plans for the insti- 
tute being planned by the University of 
Michigan with cooperation of the Michi- 
gan life underwriters associations, a five- 
day course of study June 22-26, were 
discussed. Gerald McKessy, Kalamazoo 
attorney, explained the soldiers and 
sailors civil relief act. It was designed 
to cover a three-year period. He urged 
making sure applicants for relief from 
their life premiums have paid enough 
premiums in advance to qualify. 

Austin, Tex.—Life agents have a vital 
part in building and maintaining morale 
of the people during the war, Maj. W. L. 
Baldwin, president Security Life & Acci- 
dent of Denver, declared. The agents 
also can contribute toward the war ef- 
fort by doing their present jobs more 
efficiently, for much of the premium in- 
come of life companies is being invested 
in defense and other government bonds 
which go to buy armaments. Major 
Baldwin predicted unusual prosperity in 
the United States after the war. The 
American army will be released grad- 
ually to civil life so industry will be 
able to absorb the soldier without the 
sharp reaction which followed the first 
world war. Major Baldwin was intro- 
duced by J. S. Baldwin, association pres- 
ident. 

R. W. Archer, 
Southwestern Life, 
Lockhart also spoke. 

San Antonio, Tex.—President S. J. Hay, 
Great National Life, compared life in- 
surance men to three classes of actors, 
those who are flops, those who are so 
so in their acting, and those who are 
called back for encores by the audience. 
Successful actors must spend long hours 
in studying and practicing. They must 
not only be thoroughly prepared from 
a knowledge standpoint but also through 
the skill acquired through constant re- 
hearsing under skilled direction. This 
same intensive study, preparation of the 


publicity director 
and Commissioner 








FREDERICK A. 


SCHNELL 


Frederick A. Schnell, general agent of 
Penn Mutual Life in Peoria, I1l., as first 
vice-president of the Illinois State Asso- 
ciation of Life Underwriters is in line 
for election as president at the annual 
meeting to be held in Chicago April 18. 
He is expected to be named to succeed 
A. E, McKeough, Occidental Life, Chi- 
cago, state president. 

Mr. McKeough this week appointed 
the nominating committee, whose chair- 
man is F. P. Beiriger, general agent 
Connecticut Mutual Life, Rockford, and 
past state president. The committee in- 
cludes B. J. Stumm, general agent of 
Northwestern Mutual Life at Aurora: 
P. B. Hobbs, manager Equitable Soci- 
ety, Chicago; K. E. Williamson, general 
agent Massachusetts Mutual, Peoria, 
and Herman E, Hauptfleisch, Metropol- 
itan Life, Springfield. 
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1939 $195,497 $3,534 $390,134 $5,912 
1940 $156,000 $3,759 $376,000 $6,481 
1941 $178,000 $3,726 $307,634 $6,730 


General agency openings in California, Oregon, Washington, 


Idaho, Montana, Utah and Wyoming. 


statement. 
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presentation, and the careful rehears- 
ing of the sales interview under ca- 
pable direction, make the difference 
between the successful and the unsuc- 


cessful life insurance salesman, he said. 

Hamilton, Ont.—Clay W. Hamlin, gen- 
eral agent Mutual Benefit Life, Buffalo, 
spoke. 

Atlanta—Unless an 
himself on the plan he is 
selling to his prospect, his chance of 
getting the thing even up to a closing 
opportunity is remote, William T. Earls, 
Cincinnati general agent of Connecticut 
Mutual Life, pointed out. 

Dues of non-resident members 
been increased to $5 a year. 

Luther Allen, general agent North- 
western Mutual, and Len Butterworth, 
general agent New England Mutual, co- 
chairman of the defense bond drive, re- 
ported marked progress. 

“Selling Life Insurance Under War 
Conditions” will be discussed by J. E. K. 
Kennedy, new Atlanta manager Sun Life 
of Canada, at the April 16 meeting. 


Indianapolis —It is patriotic to buy 
needed life insurance as well as defense 
bonds because both are essential to win- 
ning the war, Hugh D. Hart, vice-presi- 
dent and director of agencies of Illinois 
Bankers Life, said. If American homes 
are not secure against loss of the bread- 
winner, in such an emergency the in- 
solvent home is a liability rather than 
an asset in the war effort, he said. 

Robert I. Blakeman, Jr., presided, and 

tay Patterson introduced the speaker. 

Peoria, I1l1.—C. Milton Sherman, gen- 
eral agent for Connecticut Mutual Life, 
Toledo, O., spoke March 20. 

Boston—Six talks were given in a 
program devoted to meeting present day 
objections. R. B. Pitcher, John Hancock 
Mutual, advocated telling prospects that 
as they can no longer buy automobiles, 
tires, typewriters, ete., it is a good time 
to put their money into life insurance. 
J. P. Hennessey, John Hancock Mutual, 
tells his prospects life insurance values 
are permanent but inflation is tempo- 
rary. If the prospect dies early there 
will be no infiated value in the return. 
If he outlives the inflation there will 
be more value in the proceeds paid for 
by the cheaper dollar. Leonard Mode- 
cai, Northwestern Mutual, advised avoid- 
ing objections by better prospecting, 
picking out prospects not likely to 
bring up the usual hackneyed excuses. 
Joseph J. Dooley, Metropolitan Life, de- 
clared that statistics showed the net in- 
come of the American people in 1942 
will exceed the greatest gross income 
of any year in history. Kenneth R. 
Mackenzie, New England Mutual, ad- 
vised avoiding all planning and pro- 
gramming and sell not insurance but 
taxes—sell the objections. Ralph E. 
Morrison, State Mutual, does not favor 
cold canvass. He never interviews a 
prospect without first being introduced 
by a mutual friend, so that he can stand 
on common ground with his prospect. 
i. B. Redfield, Jr., Northwestern Mutual, 


agent has sold 
intent upon 


have 


was chairman. 
Madison, Wis.—At the annual sales 
congress for southern Wisconsin agents 


C. R. Welton, Prudential, president; Earl 
Wheeler, Mutual Benefit Life, president 
Wisconsin association, talked. a. ee 
Ramsey, Mutual Benefit, Chicago, dis- 
cussed association activities, and John 
PD. Moynahan, Metropolitan Life man- 
ager, Berwyn, Ill., and president Amer- 
ican Society of C. L. U.’s, talked on “To- 
day’s Market for Life Insurance.” 

High Point, N. C.—L. F. Ferree was 
elected president of the association here, 
succeeding Robert J. Terry, who has en- 
tered army service. 

Other new officers are: A. B. Parker, 
vice-president; Maxwell Jones, treasurer, 
and Reuben Bundy, secretary. Sam B. 
Clapp was named national committee- 
man, 

Goldsboro, N, C.—A joint dinner meet- 
ing of 50 life underwriters from three 
adjoining counties was held here. Jake 
Hadley, president of the Greenville as- 
sociation, spoke on “Qualifying Pros- 
pects.” J. Chester Johnson, home office 
representative of Life & Casualty, also 
spoke, 


Dayton, O0.—Louis A. Deininger, North- 


western National, and Wilbur C. Neff, 
Canada Life, spoke at the regular 
monthly meeting. Mr. Deininger dis- 
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cussed his record of one application each 
week during the last 10 years, and Mr. 
Neff told some of the human interest 
stories he uses in every day canvassing. 

Elgin, I11.—J. W. Tarpy of the Hughes 
agency of Massachusetts Mutual in Chi- 
cago addressed the monthly meeting. 

Springfield, I1l.—Paul Speicher, R. & R., 
Indianapolis, spoke at the monthly meet- 
ing at which members of the Jackson- 
ville association were guests. 

St. Paul—Five members presented their 
panel discussion of “Today’s Market and 
Its Reactions” at a luncheon meeting. 
Taking part were Paul Dobson, Ellis 
Sherman, Louis Schaller, Otto Veth and 
Lloyd O. Swanson. 

Freeport, Ill.—Luke Stuart was elected 
president succeeding A. B. Goloway. 

LaSalle County, Ill.—The next meeting 
will be held in Streator April 6, with V. 
B. Askew, supervisor Aetna Life, Peoria, 
as speaker. 








COAST 


Cal. Federation to Push 
Premium Tax Amendment 


SAN FRANCISCO — Francis V. 
Keesling, West Coast Life, president of 
the recently organized California In- 
surance Federation, has announced that 
its first activity will be a campaign to 
educate the general public as to the rea- 
sons why Constitutional Amendment 53 
should be adopted at the general elec- 
tion next November. 

The amendment, prepared by Com- 
missioner Caminetti, will correct in- 
equalities in the premium tax provisions 
of the constitution. These inequalities 
resulted from acquisition of real estate 
by anumber of insurance companies dur- 
ing the depression years. Those com- 
panies, having a volume of real estate 
holdings, paid little or no premium 
taxes to the state because of the provi- 
sion which permits companies to deduct 
taxes paid on real estate from premium 
taxes. On the other hand, companies 
with little or no real estate paid con- 
siderable premium tax. 

The amendment will gradually, over a 
period of years, reduce the deduction 
of real estate taxes on property owned 
in California. 





Honor Metropolitan Coast Office 

With impressive ceremonies a Treas- 
ury honor flag was presented to the 
-acific Coast head office of Metropoli- 
tan Life for its record of a 99.9 percent 
signup by its 1,142 employes for the 
purchase of defense bonds and stamps 
on the salary allotment plan. The pres- 
entation was made to Vice-president 
Henry E. North, who accepted in be- 
half of the employes. 


Lose Licenses for Twisting 


Agents’ licenses held by A. J. Shan- 
grow and H. A. Burch of Sacramento, 
agents of Mutual Life, have been re- 
voked by Commissioner Caminetti for 
twisting. 

According to the commissioner’s find- 
ings Burch and Shangrow worked to- 
gether, calling on Mutual Life policy- 
holders and urging them to surrender 
existing policies and take out a new 
form which, it is reported, they de- 
scribed as a special preferred policy 
only for old policyholders. 





Salt Lake Deans Club Meets 
SALT LAKE CITY—The Deans 
Club, organization of veteran life agents, 
celebrated its sixth anniversary at a 
luncheon and meeting. John James, Oc- 
cidental Life, former Utah insurance 
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commissioner, was host at the meeting. 
Numerous congratulatory messages were 
received and read by the secretary, J. V. 
Smith, New York Life. Presiding was 
John D. Spencer, New York Life, club 
president. The club members have an 
aggregate of 192 years of life insurance 


MANAGERS 


Hear Day on Morale Building 


Carroll C. Day, general agent of Pa- 
cific Mutual Life, Oklahoma City, ad- 
dressed the Wichita General Agents & 
Managers Association on ‘Morale 
Building,” outlining some of the es- 
sential factors. 

In speaking he outlined three points 
in the program for his own agency 
this year; (1) the responsibility of the 
agent to keep his morale right; (2) a 
prospecting plan that is tuned to the 
times, and (3) a sales program that is 
tuned to the prospect. 














Works Is Columbus Speaker 


Philip O. Works, general agent Penn 
Mutual Life, Rochester, N. Y., spoke 
on “What to Do in ’42” before the Life 
Managers & General Agents Associa- 
tion of Columbus, O., Wednesday. 


At a meeting of the Toledo Life 
Agency Cashiers Association Burdette 
Baldwin, Massachuseets Mutual, spoke 
on civilian defense in Toledo, discussing 
the need for additional volunteers. 











Foote Agency Is to Move 


G. Reese Foote, general agent of 
Manhattan Life in Buffalo, N. Y., will 
move his office April 1 to Room 706, 
Crosby building in that city. The new 
telephone number is Washington 0810. 








THE UNITED STATES LIFE 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


This 92-year old company is now 
prepared to write a complete 
line of Group Life Insurance. 


1. Employer-Employee Group 
2. Wholesale 


3. Associations— Labor Unions 
including civil service employees 
or teachers, state troopers and state 
police, policemen’s benevolent 
associations. 


4, Creditors Group 
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C. O. F. Statement for 1941 
Shows Many Gains 


Catholic Order of Foresters assets 
Dec. 31 totaled $40,969,063, increase of 
over $1,000,000. Cash yield on all assets 
in 1941 was 4.4 percent. Solvency ra- 
tio, or assets to liabilities, was 121.46 
percent, compared to 119.27 percent at 
the end of 1940. 

Liabilities totaled $33,561,812. Unas- 
signed surplus was $7,407,251, a gain in 
the year of $989,054. 

Membership aggregated 133,099, total 
insurance in force $121,220,812, and in- 
surance written and revived last year 
was $8,678,632, a gain of $769,818. 

Death claims payments totaled $2,025,- 
759 and annual dividend payments $211,- 
479, total benefits to members being 
$2,903,588. Mortality was 75.5 percent of 
expected, a reduction of more than 2 
points below the 1940 figure and less 
than at any time in the last five years. 

Market value of bonds in the reserve 
fund was about $5,000,000 greater than 
the book value and actual cost. Cer- 
tificate loans and liens aggregated 
$3,737,043. Members paid in $2,702,115 
last year. 





File War Clause Bill in N. Y. 


New York assembly bill No. 1929 has 
been introduced prescribing a limitation 
on societies as to use of war clauses. 
It provides that the insurance super- 
intendent shall not approve a war 
clause for use in policies unless it is 
stamped across the face of the policy, 
and also sets standard provisions for 
war Clauses. 





Neprud Twin Cities Speaker 


N. K. Neprud, superintendent of 
agencies of Lutheran Brotherhood and 
president of the Twin Cities Fraternal 
Life Club, addressed a dinner meeting 
of the club in Minneapolis on “Case 
History of Success.” A _ round table 
discussion followed. 





Gives Specific 
Tips on Locating 
Defense Workers 


Northwestern National Life has un- 
dertaken to give its agents some practi- 
cal advice on how to go about getting 
the names of workers in war industries. 
Northwestern National points out that 
agents have been urged on all sides to 
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“follow the defense dollar” but very few 
specific suggestions have been made on 
how to reach the prospects. 

The market consists of thousands of 
young, well paid engineers, chemists, 
foremen and inspectors who perhaps 
just a couple of years ago were still 
students in college or had just begun 
working. It includes thousands of ma- 
chinists, skilled mechanics, metal work- 
ers, shipyard employes, aircraft workers, 
etc. Workers in these war industries 
are well paid and for the most part are 
young and intelligent, according to 
Northwestern National. They are the 
type of worker who will continue to be 
employed in essential industries after 
the war and they will be unusually re- 
ceptive to life insurance approaches. 

The agent first must work out a plan 
to locate as many defense workers as 
possible. Then there must be a careful 
selection of those to be seen. In the 
first place, Northwestern National sug- 
gests that the agent make a systematic 
canvass of his friends, asking everyone 
he knows for the names of persons 
working in defense plants. Then if the 
agent is on good terms with his banker, 
he can easily get from him the names 
of defense workers that have checking 
and savings accounts. 

The agent can get the names of plants 
holding defense contracts in the territory 
from the secretary of the chamber of 
commerce. The agent should find out 
who is the personnel manager of each 
plant and then undertake to get re- 
ferred leads to these men. From them 
the agent can get the names of their 
workers. 

Another recommended maneuver is to 
get in touch with the local business 
agent of the union and convince him 
that his members need life insurance 
protection so that he will give the agent 
the names of good prospects. 

One agent, according to } Northwestern 
National, took an active part in a local 
fund raising campaign during the 
course of which he ran across a number 
of defense workers. Later he ap- 
proached them a second time and sold 
them life insurance. 


Earl A. Eide Feted 
in St. Paul 


ST. PAUL—-More than 100 attended 
the dinner given here by Prudential for 
Earl A. Eide, manager of the St. Paul 
ordinary agency in recognition of the 
fact that he has been with the company 
25 years. 

Assistant Secretary A. E. N. Gray 
from the home office served as toastmas- 
ter and presented Mr. Eide with a 25- 
year pin admitting him to class E of the 
Prudential Old Guard. Hiram Moore, 
manager of Mutual Life, spoke in behalf 
of the General Agents & Managers 
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Club of St. Paul and se ie Mas- 
sachusetts Mutual, represented the St. 
Paul Association of Life Underwriters. 
Henry Ramsey, Prudential ordinary 
manager in Omaha, spoke in behalf of 
the Prudential managers; Henry J. Wise, 
superintendent of St. Paul No. 1, spoke 
in behalf of the Prudential superinten- 
dents. Messages in behalf of the agency 
were spoken by Harold H. Ames and 
Otis N. Wicklund, special agents, and 
Miss B. Irene Williams, cashier. For 
the past three months the agency had 
sponsored a special campaign in honor 
of Eide. 

Mr. Eide started with Prudential as a 
special agent in Worthington, Minn., and 
later became district manager at Man- 
kato, Minn. In 1924 he was appointed 
manager in St. Paul. He has represen- 
tatives in 80 of the 87 counties in Min- 
nesota. 





Nebraska Passes Billion in Force 


LINCOLN, NEB.—The state insur- 
ance department reports life insurance 
companies wrote and revived $122,811,- 
000 business in 1941 in Nebraska, com- 
pared with $104,118,000 in 1940. Insur- 
ance in force totaled $1,018,805,000 as 
compared to $991,190,000 in 1940. 





Stone Opens New Peoria Offices 


Sam Stone, general agent of the 
Franklin Life at Peoria, Ill., held open 
house for his policyholders and clients 
March 21 in his new quarters in the 
Central National building. Douglas 
McLain, superintendent of agents; F. J. 
O’Brien, director of sales promotion; 
Paul Becker, agency secretary; and 
Byron Aldrich of the investment depart- 
ment from the home office acted as 
auxiliary hosts, as did Jack Wiseman, 
general agent in St. Louis, Mrs. Stone, 
and Miss Thelma Pierson, cashier of 
the agency. 





Insurance Librarians will meet with 
the rest of the Special Libraries Asso- 
ciation in its annual convention in De- 
troit June 18-20. Mariana ‘Thurber, 
Employers Mutual Liability, chairman of 
the insurance group, is making plans 
for a program. 





Lyter Speaks in Oregon 

PORTLAND, ORE. — “Everyone 
who owns a life insurance policy is 
automatically enrolled in the common 
cause of defending America,” Frederick 
O. Lyter, assistant superintendent of 
agencies Connecticut Mutual Life, de- 
clared before a meeting of the Clarence 
E. Merrifield state agency. 

The Merrifield agency was com- 
mended by Mr, Lyter for having shown 









21 


INSURANCE 
ORGANIZATION 


in the United 
States bases its re- 
serves on a higher 
standard, or has 
more dollars of ad- 
mitted assets on 
hand, per dollar of 
liability, as the... 


WOODMEN 


OF THE WORLD 
Life Insurance Society 
Home Offices — Omaha, Nebr. 











Legal Reserve 
Fraternal 
Life Insurance 


Since 1894 


BEN HUR 
LIFE ASSOCIATION 


Home Office: Crawfordsville, Ind. 























THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Supreme President 


Frances D. Partridge 
Supreme Secretary 


Port Huron, Michigan 





1.9.9. 9.9.9.9.9.9.9.9.9.9.0.9.0.5 


“LET 
FREEDOM 
RING” 
Throughout 
All Time! 





SINCE its very origin, life insur- 
ance has been steadfastly “of, by 
and for the people.’ It has 
pledged itself to continue this 
democratic course throughout all 
time. 


FIDELITY LIFE ASSOCIATION 
OF FULTON, ILLINOIS 
* Legal Reserve Life Insurance 


* For More than 46 years a vigilant 
champion of American Ideals. 
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PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ........... $ 34,832,388.00 
Protection in Force....... 105,066,561.00 
Total Membership ....... 132,079 


Organized into 2,653 Groves in 44 states 
Benefits paid in 1940 to members and 


beneficiaries ............ $1,768,796.00 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 























an increase of more than $1,000,000 in 
business in force in 1941. 


Page Joins Stever Agency 


Gerald W. Page has joined the Ron 
Stever general agency ot Equitable So- 
ciety at Pasadena, Cal., as associate 
general agent. A new Angeles of- 
fice is being opened at 811 West Sev- 
enth street. 

Mr. Page 
\ngeles office 


Los 


will have charge of the Los 
and Mr. Stever will di- 


AeNATIONAL UNDERWRITER 


his time between Pasadena and 
Angeles. 

Page for the past 19 years has 
with California-Western States 
Life, entering the business as a stenog- 
rapher in the office of his father, George 
W. Page, general agent in Los Angeles. 
Successively he became cashier, did 
conservation work, went into personal 
production, became unit manager and 


vide 
Los 
Mr. 


been 


finally agency manager. He is a mem- 
ber of the Los Angeles Quarter Million 
Dollar Round Table. 


Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the — Manual-Digest, 


published in May at $5 a copy. 





Metropolitan Scale 
on 2 3-4% Policies 


Metropolitan announced the dividend 


scale on its 234 percent policies, effec- 
tive May 1. 

On five-year renewable term age 35, 
there is no dividend at the end of the 
first year, $1.99 per thousand end second 
year, and for the third through fifth 
years, annual dividend is $3.98. On 10- 
year renewable term, second year divi- 


dend is $2.18, and third through fifth 
years, $3.96 annually. 

Metropolitan pays a settlement divi- 
dend on its policies only on surrender, 
and if declared. On the double protec- 
tion to 65 form below the face amount 
is $2,000 to 65 and $1,000 paid up there- 
after. The dividends for a number of 
forms, per $1,000 where not otherwise 
indicated are: 

$5,000 Whole Life 











lame —Dividends End of 
2 3 5 10 
Age $ $ $ 3 
ee 10.65 11.20 12.60 16.75 
2 ee 10.45 11.05 12.50 17.25 
re 9.05 9.85 11.70 16.90 
1 ae 8.10 9.15 11.20 17.25 
40 7.85 9.20 11.55 18.35 
SD is-s 268 8.60 10.10 12.70 20.20 
See 11.10 12.80 15.65 23.85 
Des 6:22 16.80 18.80 21.90 30.70 
See 26.75 29.15 32.35 42.50 
65 42.30 45.40 49.10 61.30 
Whole Life Paid Up at ss 
r en nds End of Year———, 
2 10 15 20 
Age $ $ $ $ 
| 2.46 3.54 4.48 5.44 
Bou e ae 83 4.01 5.04 6.07 
| ee 05 4.36 5.50 6.63 
re 21 4.70 5.97 7.26 
40 52 5.17 6.58 8.03 
er 83 5.69 7.24 8.83 
eee .64 6.70 8.34 10.12 
55 318 8.48 10.16 12.20 
60..... 8.26 10.99 12.89 15.15 
65 86 14.35 16.90 19.97 
20 Payment Life 
r Dividends E anor Seer ———s 
2 3 10 15 20 
Age $ $ § $ $ $ 
a 2.55 3.01 3.67 65.67 7.59 9.61 
| eee 2.85 3.37 4.09 6.34 8.46 10.72 
055.5% Ks 2.91 S867 £.39 6.88. 3:22 11.79 
BBiss.540 3.92 4.70 5.66 8. 4 10.91 13.88 
Bibs k-o0s 8.82 9.73 10.86 14.35 16.90 19.97 
20 Year E inten 
— Divide ~— oe ae —~ 
2 3 15 20 
ge $ 's $ $ 
ee 1.42 1.97 2.99 5.85 8.99 12.30 
is 1.53 2.16 3.19 6.09 9.20 12.58 
45 1.76 2.48 3.51 6.45 9.54 13.00 
- re 3.24 4.06 5.15 8.18 11.13 14.73 
| ae 8.69 9.61 10.77 14.39 17.18 20.69 
Whole Life Paid Up at 65 
-—— Divide ends End of Ye ar 
2 ) 5 10 15 5 20 
Ag $ $ $ 's $ $ 
; 2.14 2.54 2.93 4.24 5.39 6.57 
3 2.61 3.11 3.65 5.36 6.88 8.44 
OB .5.66 2.91 3.57 4.39 6.88 9.22 11.79 
Endowment at 65 
rc Year—-_\ 
9 3 5 10 15 20 
Age $ $ $ $ $ $ 
25.. 1.34 250: B28 3.96. 6.2) 6:67 
35 157 gis 278 £273 B87 8.64 
ee 1.76 2.43 3.51 6.45 9.54 13.00 
Double Protection to 65 
—Dividends End of Year———, 
2 3 A 10 15 20 
Age $ $ $ $ $ $ 
Bins 6.6% 4.76 5.32 5.86 7.83 9.38 10.93 
1 4.89 5.60 6.33 8.80 10.74 12.71 
| ae 6.09 7.00 8.00 11.21 13.62 15.99 





Bankers Life, Neb., 
Going on 3% 


Bankers Life of Nebraska April 1 will 
adopt the 3 percent American experience 
net level premium basis for valuation of 
all business thereafter issued and at the 
same time adopt a new dividend scale 
for all participating business whenever 
issued. 

Associate Actuary John H. Ames ex- 
plained the move at the general agents 
conference. He said Nebraska law will 
not permit, at this time a lower rate 
than 3 percent. The officers, he said, 
believe this is not a good limitation and 
hope to get it changed because it was 
passed many years ago when conditions 
were entirely different. With interest 
rates a little better there is a fair chance 
that 3 percent will be low enough for 
some time to come. 


Pushes Long Term Forms 


3ecause the company does not know 


what future rates will be it is doing 
everything that can be thought of to 
encourage the sale of whole life and 


long term endowments and discourage 
sale of limited payment life and short 
term endowments. Mr. Ames said the 
desires and needs of the company are in 
line with those of the buyers—low pre- 
mium insurance. ‘This is because they 
are easier to pay and with higher taxes 
and prices and the drive to sell defense 
securities, this will be become an in- 
creasingly powerful factor. 


Government Competition 


Investment plans are up against gov- 
ernment competition in social security 
and higher premiums, higher surrender 
values and lower dividends are becoming 
less attractive to buyers, Actuary Ames 
said. 

Changes in the dividend scale will re- 
sult, he explained, in reductions as a 
whole, although greater on the low or- 
dinary life preferred rates at most ages 
of issue, because interest rates have rela- 
tively little effect. On the ordinary life 
endowment at 85 plan, dividends will not 
increase as rapidly or as much as for- 
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Field men of the Dominion 
a Life are backed by the ex- 
uf perience and financial 
strength of a_ progressive 





merly. On sci up vailii the company 
will stop paying dividends April 1, due to 
premium payment having ceased. 


Equitable Society 
Acts on Group Rates 


quitable Society has revised its 
minimum monthly group life insurance 
premium rate applying to groups in 
hazardous industries. The changes are 
made in mining, quarrying, marble and 
stone yards and mills, smelting and re- 
fining of metals by other than electro- 
lytic process, iron and _ steel, iron ore 
milling and blast furnace operation, 
steel or iron foundries, air transport 
companies, electric and street railroads 
other than subways and elevated roads, 
subways and elevated railroads, steam 
railroads, terminal railroads, stevedor- 
ing, lightering, tugs, barges and 
dredges, manufacture of acids (heavy), 
sewer, road, dam and bridge construc- 
tion, structural iron and steel buiidings, 
explosives and fireworks, fertilizer, gas 
(artificial), lumbering, police and fire 
departments, refractories. 


Rates Are Announced for 
Mutual Life’s New Forms 


Premium rates for the new term to 
age 65 and double protection policies of 
Mutual Life of New York have been 
announced. They are, on an annual 
basis, for $1,000 of face amount (in 
the case of double protection $2,000 
initial face amount to age 65 and $1,000 
ultimate amount after that age): 








Term Doub. Term Doub. 

Age to 65 Prot Age to65 Prot. 
F ; 28. 6.52 $38.05 
4 16.83 39.10 

5 17.16 40.21 

17.50 41.38 

17.86 42.61 

18.24 43.90 

18.64 45.138 

19.07 46.42 

19.52 47.79 

19.99 49.24 

20.49 50.78 

21.03 52.40 

21.59 54.12 

22.19 55.95 

22.83 57.90 





en 
ore) 


Pacific Mutual Announces 
Income Security Form 


Pacific Mutual Life has introduced a 
new low-cost form of contract known 
as “income security,” supplementing the 
social security program. 

Each policy unit provides an_ initial 
death payment of $100, and an income 
of $10 a month until the beneficiary 
reaches age 65, serving as a bridge over 
the period which intervenes before so- 
cial security benefits become effective. 
The policy requires no special endorse- 
ments, settlement options nor compli- 
cated program. 

It also is offered as an initial purchase 
for young married men and as a sup- 
plement to the usual policies. 

The income security is to be issued 
to only standard risks on nonparticipat- 
ing basis. There are no cash, loan or 
nonforfeiture values as the contract is 
decreasing term. The minimum con- 
tract is 1% units and maximum 40. The 
purpose of the form is to tide the 
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widow over the sais until her social 
security income starts at 65. 

This form is written so as to provide 
coverage for any age from 60 to 70, 
inclusive, and age limits at issue vary 
from 20 to 55, dependent on the form 
selected. There is a conversion priv- 
ilege up to five years before expiry date 
but not later than age 60. Wage-earn- 
ing women can be written at the regu- 
lar rates. The annual premium rates 
for the coverage up to various ages, per 
$100 at death and $10 per month there- 
after are: ‘ 


Age 
at ——_C reenne to Age—— 70° 
Issue 60 62 


64 66 68 
20 $18.00 $18.80 $19. 60 $20. 40 $21. 20 $22. 00 
20.5 





21 18.05 18.87 19.69 51 21.84 22.20 
22 18.10 18.94 19.78 20.62 21. é 
23 18.15 19.01 19.87 20.73 21.62 2. 
24 18.20 19.08 19.96 20.84 21.76 : 
25 18.25 19.15 20.05 20.95 21. S. 
26 18.30 19.22 20.14 21.06 22. 3. 
27 18.35 19.29 20.23 21.17 22. 3 
28 18.40 19.36 20.382 21.28 22.32 23. 
29 18.45 19.43 20.41 21.39 22. 3. 
30 18.50 19.50 20.50 21.50 22. = 
ot 18.55 19.57 20.59 21.61 22.74 . 
82 18.60 19.64 20.68 21.72 22.8 ls 
33 18.65 19.71 20.77 21.83 23. is 
34 18.70 19.78 20.86 21.94 28. £ 
35 18.75 19.85 20.95 22.05 23. 
36 18.80 19.92 21.04 22.16 23. : 
37 18.85 19.99 21.138 22.27 23.5 5. 
3§ 18.90 20.06 21.22 22.38 23. 3 
39 18.95 20.138 21.31 22.49 23.86 25. 
40 19.00 20.20 21.40 22.60 24.00 a 
41 19.05 20.27 21.49 22.73 24. 3 
42 19.10 20.384 21.58 22.89 24.4 ; 
43 19.15 20.42 21.72 23.09 24.68 : 
44 19.20 20.51 21.88 23.31 24.99 - 
45 19.25 20.60 22.05 23.55 25. ‘ 
46 sasce. 2089 22.22 25-81 Bb) : 
47 20.78 22.40 24.09 25 28.: 
48 22.59 24.38 26.3 29. 
49 22.80 24.68 26.78 29.5 
50 aos 25.00 27.20 30.00 
51 25.385 27.64 30.50 
52 -. 28.14 31.10 
53 28.65 31.70 
54 32.30 
55 33.00 


Maryland Life Dividends 


Maryland Life revised its policy divi- 
dends. At age 35, the scale is: Ordi- 
nary life, first year $3.71, 10th year 

(CONTINUED ON LAST PAGE) 
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Sales Ideas and Suggest 








Home-Call Technique Is 
Needed in Selling Workers 


SAN ANTONIO, TEX.—The Life 
Managers Club of San Antonio held a 
panel discussion on “Changing Mar- 
kets,’ under the direction of C. W. 
Klingman, Equitable Society. 

Many men who have been purely in- 
dustrial prospects are now, because of 
an increased income, prospects for 
small amounts of ordinary life, C. E. 
Wood, Great American Life, pointed 
out. Consideration must be given to 
the probable persistency of business 
written on this group of workers. Or- 
dinary agents, unacquainted with the 
values and purposes of industrial poli- 
cies, are inclined to disturb industrial 
business, Mr. Wood said. This may re- 
sult in loss of benefits to an assured 
and loss to the agent through lapse of 
business written on those having too 
slight a margin on an income basis. 

Intelligent coperation between indus- 
trial and ordinary agents is essential, 
especially in borderline cases. He asked 
that ordinary agents leave the indus- 
trial policies undisturbed and encour- 
age the worker to add to his life insur- 
ance program through ordinary policies. 


Must Adopt New Methods 


R. H. Swann, John Hancock Mutual 
Life, stated that industrial insurance 
has definite advantages and expressed 
the view that the agent writing ordi- 
nary business who understands these 
advantages has no desire to disturb in- 
dustrial business. 

Those who have been in the lower 
income bracket and are now in position 
to buy ordinary, are not accustomed to 
having appointments for interviews, Mr. 
Swann pointed out. Consequently, an 
agent must either understand the tech- 
nique of home calls or be willing to 
master the art of contacting people 
either while off duty at the place of 
work or in the home. Unless the agent 
selling ordinary is willing to adjust his 
sieleitel and sales methods to eve- 





ning work the workers will continue to 
buy industrial insurance with which 
they are familiar. 


Prospects Among Wives 


Ray Douglas, Pacific Mutual Life, ex- 
plained how he devotes mornings to call- 
ing at homes and talking with wives. 
He finds women very conscious of the 
importance of a continued income and 
ready to arrange for him to interview 
the husbands in the evening. As a re- 
sult of this plan, he has sold 11 cases 
for $33,000 out of 44 calls. Business 
sold in the evenings at the home is more 
intelligently sold than that which does 
not bring the members of the family 
into full view. Mr. Douglas never sells 
a policy until the wife has agreed to 
find a place in the family budget for 
the payment of the premium. 


Continues Some Prospecting 


C. W. Klingman, Equitable Society, 
while admitting that there are new mar- 
kets for life insurance, said that he is 
insisting on agents continuing to pros- 
pect among professional men, ranchers, 
and farmers, as they now have more 
available money than in previous years. 
The money which formerly went into 
automobiles, refrigerators, and other 
consumers goods calling for a compara- 
tively large outlay, can be attracted to 
insurance with an effective sales pres- 
entation. The buying of defense bonds 
can be so directed as to make the life 
insurance more attractive by showing 
how life insurance dollars are double 
duty dollars, providing both protection 
and a thrift fund. 

Taking advantage of the new insur- 
ance markets is a psychological prob- 
lem calling for a changed method of 
prospecting, Matthew Brown, General 
American Life, pointed out. Agents 
unwilling or unable to adjust themselves 
to change become extinct, Mr. Brown 
said. 


Man Who Selene Helps Rus, 
Todd Tells Detroit Group 


DETROIT—By the end of another 
year, every life underwriter in the 
country should either have closed his 
biggest year in the business or should 
be out of it entirely, J. O. Todd, H. S. 
Vail & Sons, Chicago, told 200 mem- 
bers of Qualified Life Underwriters of 
Detroit, speaking on “Functions of the 
Life Underwriter in War Time.” 

“Nowadays, the man who relaxes 
helps the axis,’ Mr. Todd quipped. The 
underwriter who does not feel that his 
work is essential to the war effort 
should go into military service or some 
other business. Opportunities for serv- 
ice exist in many places today, he said, 
pointing to the nation-wide drive de- 
fense bond drive. 


Insurance Does Its Bit 


What good is life insurance to a na- 
tion at war? Mr. Todd asked, explain- 
ing that while life insurance is essen- 
tially a peace-time activity, it is doing 
its bit in the war effort by taking sur- 
plus dollars and returning them to the 
family when they are most needed. If 
the companies are to increase their pur- 
chases of government bonds, and thus 
aid the war effort, they must be sup- 


plied with a constantly increasing flow 
of premium dollars, and that is the un- 
derwriters’ job. 

Financing the war effort is absolutely 
necessary and the insurance business is 
doing more than its share by the pro- 
tection of the family through the crisis 
and by the siphoning off of extra earn- 
ings to prevent inflation. Individual 
underwriters can also help by the 
prompt payment of taxes, purchase of 
defense bonds and prompt volunteering 
for civilian defense and other war ac- 
tivities. 


Must Turn to Older Men 


A vast field of prospects for the pur- 
chase of life insurance has vanished 
among the younger men, and the older 
age groups must be depended upon for 
future sales, together with women. 
Many defense workers are becoming 
potential buyers of life insurance. They 
must be made to conserve their new- 
found wealth. The taxation of new 
hundreds of thousands of persons this 
year, making them decidedly tax-con- 
scious, also opens a new door to sales. 

The insurance of key men in indus- 
try, the protection of brain power, is 


more important today than ever before 
and should offer a prolific field for the 
underwriter. Also, the additional tax 
burden means that employers must set 
up pension trusts for the benefit of their 
employes, otherwise a large share of the 
present generation must necessarily 
become public charges eventually. 


Gift Program Effective 


Mr. Todd also suggested that life in- 
surance affords the best means of pass- 
ing on an inheritance to children or 
grandchildren. A program of gifts in 
the form of life insurance is very ef- 
fective in these days of high inheritance 
taxes. 


There are only three ways to pro- 


vide for the payment of death taxes: 
first, by borrowing; second, by having 
sufficient cash in the estate at all times; 
third, by carrying life insurance for the 


purpose. Borrowing is not economic 
for this purpose, nor is it desirable to 
keep an estate sufficiently liquid to in- 
sure having cash on hand at the time 
of death sufficient to meet this obliga- 
tion. Life insurance is the perfect an- 
swer to this problem. 

In the past the tendency has been 
too much to avoid various taxes; under 
present conditions, instead of trying to 
avoid them, means should be provided 
to pay them. Underwriters, he asserted, 
can be the financial saviors of their 
clients. 





Hold Chicago Forum 


on Programming 





lobbyist for the defeated bill, was the 
state’s star witness. He said Byrnes 
had asked for a suit not to cost more 
than $35 or $40 to vote for the bill. 

Good programming eliminates all 
reasons against buying except the lack 
of money with which to pay the pre- 
miums, R. H. Wilkinson, agency assist- 
ant of the Aetna Life at the home 
office, stated in a talk on programming 
at the Saturday Forum of the Chicago 
Association of Life Underwriters. He 
discussed especially arrangement of 
larger estates. F. J. Budinger, general 
agent Franklin Life and past president 
Chicago C.L.U. chapter, discussed sell- 
ing the program. 

The question of cash is all important 
today for men of larger estates, Mr. 
Wilkinson said. It is doubtful if the 
agent should set up less than a 10 per- 
cent arrangement for payment of ad- 
ministration costs today. 

There is no longer any such thing as 
tax evasion, he commented. The gov- 
ernment is watching all avenues for 
revenue. Yet there are various methods 
remaining by which taxes may be 
legally and properly avoided. 

Many people with large estates still 
are not properly informed about what 
arrangements can be made to minimize 
the costs, nor what life insurance can 
do for them. He told of a man who 
had arranged $5,000 of life insurance to 
provide the cash to pay his estate tax 


when quick calculations showed it 
would be much closer to $50,000. In 
another case, an old man for many 
years had been ignorant about the 
$40,000 life insurance exemption. He 
had taken mainly endowments, and 


most of these had matured. 

Mr. Wilkinson told a method of a 
star salesman who continually through 
the interview asks, “Where are they 
going to get the money?” referring to 
his prospect’s family. He lets the pros- 
pect try to answer the question, then 
tears the answer to pieces and asks his 


question again. Almost invariably he 
drives the man into a corner from 
which he cannot get out except by 


buying life insurance. 

Mr. Wilkinson substituted for S. T. 
Whatley, agency vice-president of 
Aetna Life, who had been scheduled to 
talk but found it necessary to go to the 
Pacific Coast. 

Mr. Budinger said that before at- 
tempting to do program selling it is 
necessary the agent be sure of himself, 
that he can do the job, that he can 
be helpful to the prospect or client, and 
that he has the essential information 
necessary for p! rogramming. 

Theoretically it is the right way to 
sell, he said, but a large proportion of 
the life insurance in this country still 
is sold in packages for specific needs. 

Mr. Budinger said it is a good idea 
for the agent to use as an illustration 
in his interview his own estate program, 


such as L. M. Buckley, New England 
Mutual, Chicago, does so successfully. 
It is extremely important throughout 
the interview to have one’s eye on the 
sale. He outlined the various steps in 
program selling. 

Mr. Budinger’s agency has led the 
Franklin Life many times in recent 
years and was the 1940 and 1941 leader. 
He personally produces some life insur- 
ance sales every week so he is thor- 
oughly alive to current conditions met 
by the agents. 

Paul Williams of the Edwards 
agency of Aetna Life presided and W. 
N. Hiller, Chicago association presi- 
dent, made announcements. 

O. Todd of H. S. Vail & Sons, 
Chicago, member of the Million Dollar 
Round Table, will talk at the forum 
meeting March 28 on the “Advanced 
Underwriter Builds a Career,” and E. 
R. Seese, division sales manager Metro- 
politan Life, on “Underwriting Income 
with _ Social Security and Salary Sav- 
ings.” Sam Miller, Metropolitan, will 
preside. 





Philippine Insurance Is 
Being Kept in Force 


Insurance on the lives of residents of 
the Philippines is being kept in force 
by the life companies that were operat- 
ing there despite the fact that no prem- 
iums are being received. Under an 
agreement with Paul V. McNutt, fed- 
eral security administrator and former 
governor general of the Philippine Is- 
lands, the companies will hold the 
Philippines business in suspense until 
communications are reestablished or 
until Sept. 1, at which time the situa- 
tion will be reappraised. 

The companies wish to keep their 
policyholders’ protection in force and be 
as liberal as sound underwriting permits. 

At the end of 1939, there was $200,- 
000,000 in force in the Philippines. In 
that year, $44,000,000 was paid for. The 
companies operating there include Lin- 
coln National, Occidental, West Coast, 
Asia Life, United States Life, Sun Life 
of Canada, Manufacturers Life, Crown 
Life, and three native companies. 





Bribe Conviction in Missouri 

JEFFERSON CITY, MO.—Edward 
F. Byrnes of St. Louis, state represen- 
tative, was found guilty of seeking a 
bribe by a jury in the Cole county cir- 
cuit court. The jurors had the story 
of how Byrnes had sought a suit of 
clothes during the 1941 session of the 
Missouri assembly to influence his vote 
for a bill to regulate burial societies. 
His punishment was fixed at the maxi- 
mum fine of $100 and two months in 
jail. 
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POLICIES IN U. S. WAR SERVICE otecr. Stived‘in ‘ihe first world war What May Confront 
as captain. Arnold Hafenstein and " 
Verle N. Lunn, valued general agent George Oliaro of Security Mutual also Life Insurance 
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at Brattleboro, Vt., for Mutual Trust 


have entered the service. 





, Ts ’ ne vs aa 
$4.20, 15th year $4.53, 18th year $4.75; Life, is now Lieutenant Lunn, on duty , bia g ——, 2 anagge : ni \ONTINUED FROM PAGE 3) 
20 payment life, first year $3.89, 10th at Fort Edwards, Mass., attached to the a esa eee soa ogo gl _ acne sicialetieiahaias PO 
$4.73, 15th $5.32, 18th $5.73; 20 year en- 706 military police battalion. He had ee ve po iH a a In concluding, Mr. Wise said: “All 
dowment, first 4.42, 10th $5.80, 15th held a reserve commission in the army. hee oat sa ele lly D over the United States—in city homes, 
$6.79. 18th $7.50 shee < nected with the ordnance department ; utey ferns. it suburban ace 
Pee ee eer Craigie Krayenbuhl, formerly vice- jn Birmingham. = sal ‘liye 
So president of Commonwealth Life and Charles Bethea, appointed Atlanta your prospects ee a nage sy 
prior to that a major in the army, who ’ : specters of insecurity: war, inflation, 


Three Companies Announce 
War Restrictions 


Bankers Life of Iowa, Ohio National 
Life and Oregon Mutual Life announced 
war restrictions. 


has been making his home at Colum- 
bus, Ga., is going back into the army 
with the rank of major and will be sta- 
tioned at Fort Sill, Okla. His son, 
Craigie, Jr., is already in the army. 


has re- 


general agent of State Mutual Life only 
a few months ago, has been ordered to 
active duty with the navy, and will give 
up his life insurance post, at least tem- 
porarily. It is understood that for the 
present he will be stationed in Atlanta. 


taxes, complexity of business, and gov- 
ernment regulations which make our 
problem of interest rates seem a rela- 
tively simple one. 


No Wonder They Are Uncertain 


: : , : R. L. Jordan, Shreveport, ae abate y 
Bankers of Iowa now is attaching its ioned a. oe pce district _Nine representatives of the field force “No wonder your prospects do not 
 aikike dic al Ae eae a es wl of Franklin Life are now in the armed f nist N dae thee 4 
war clause to all new policies at ages : f M 1 Life of N York sleep of nights. o wonder they are 
t4 f 10 and r, both sexe a ee 1 id forces insecure, harassed, doubtful, uncertain 
at issue oT J and over, D¢ sexes. ‘ : 1 4° nee cs a Se nsec larass qaou inc . 
. . and is now in military service. He holds *, ; : : n , , , 
Ohio National adopted a mew war .. ony reserve commission as firet Captain John F, Day, Jr., formerly ‘They have reason to be. And I say that 
clause and aviation exclusion rider and is fie “s y Hf proses ager" Charlotte of Sherman, Tex., was last heard from to them, as well as to you: The prob- 
hi 11 li j. jieutenant. € reported a » Jan, 24, when he called Mrs. Day long ait : 
attaching it to all ne ¥ policies, regard- yw ¢ distance irom Java lem still remains not so much what they 
less of sex or age t is status out- res, : . 1 a ’ e : pale "ls j 
ie the U.S hut pays full benefit Four agents of the E. P. Connolly Lawn Causey of Lincoln, Ill, is now will do about it if they live—for they 
se t . Pr Parte mee Bat ; for aviation agency of Penn Mutual Life at Des in the U.S. submarine service, with the will muddle through somehow — but 
within this country except for aviation what will happen to their families in 


war deaths. 
Oregon 

clause is 

tional. 


aviation 


Na- 


and 
Ohio 


Mutual’s war 
similar to that of 


Requires War Clause on 
Males’ Reinstatements 


Security Mutual Life of Nebraska will 
require application of the war clause in 
all instances where reinstatement of pol- 
icy is asked by males ages 15 to 45. 
In the case of policies on women’ s lives 
this will be waived unless there is a war 
hazard involved. New policies will be 
issued and only on new applications, on 
an adjusted basis that will give full 
credit for any values that can be taken 
from the lapsed policy. 

Albert Hirst’s booklet 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 


“When a Man 


Moines are now in service. George R. 
Crane is a lieutenant in the navy and 
stationed at Fort Schuyler, N. Y., and 
Loren W. Crow is in the meteorology 
branch of the aviation corps at Pasa- 
dena, Cal. Herschel M. Wolk and 
Charles M. Glass were called in 1941. 

Henry J. Novakoski, city superin- 
tendent in Lansing, Mich., and a star 
salesman of Canada Life, has become a 
pilot of the army ferrying command, 
stationed at Baltimore. A civilian pilot 
of considerable experience he had been 
a member at Lansing of Group 7 (Cen- 
tral Michigan) Civil Air Patrol. 

Vernal LeVoir, outstanding producer 
for the Bankers Life of Iowa at Minne- 
apolis and former University of Minne- 
sota football player, has joined the phy- 
sical training department of the marines 
under Major Bernie Bierman. 

T. S. Rodgers, general agent, Moun- 
tain View, Okla., one of the large pro- 
ducers of Security Mutual Life, has 


rank of first class signalman. 

Bryan E. Oberthier, formerly general 
agent at Kilgore, Tex., is a cadet at 
Sheppard Field. 

_ Barney Carswell of Texas, is in serv- 
ice. 

LeRoy Keane, Chicago, has left for 
San Diego, where he will report for 
active duty March 28. 

Jack Wiseman, general agent at St. 
Louis, received word that his son, Irving, 
formerly an employe of the Franklin 
home office, had landed in Australia 
early in March. 

Gordon A. Erickson, cashier at Good- 
land, Kan., enlisted as a yeoman in the 
Naval Reserve, and has been called into 
service at San Diego. 

Wade B. Perry, Atlanta, and Felix 
Mendel, Los Angeles, have answered the 
Call. 


Provident Mutual Reserves 


On Page 4 of the March 6 edition, 
Provident Mutual Life was listed as 


this troubled world if they do not live. 
Their brains and their good right arms 
will bring them through, if life lasts— 
but, if it does not, what? 

“This, then, is our task in 1942—not 
to deny the uncertainty and insecurity 
that frame the future, but to admit that 
insecurity is ahead—just as it has al- 
ways been ahead; that our prospects 
will pull through these times just as 
they have pulled through other times 
behind them; and that only through the 
promises we sell can they find the sense 
of security and certainty for those they 
love. That is our task—I know we shall 
do it well.” 


having increased its annuity reserves 
in 1941 by $1,192,658. This figure 
should have been $1,059,000. The table 
on the same page showing the increase 
in disability reserves lists Provident 
Mutual correctly. 








Order 


The table shows the relative standing of over 
1941 as compared with 1940. 
form, consisting of 6 pages, conveniently folded to fit a regulation No. 10 envelope, as a 
handy reference for use throughout the year. 


sasily by a glance 


How Does Your Life Insurance Company Rank? 


This question is answered 


a supply now for distribution to your agents and policyowners. Point with pride 
to your company’s progress.* Use the convenient order form below >| 


ee eee ee ee ee ee ee YRDER BLANK-—-=--- ee eee ee ee 


at the table published in this issue of The 
National Underwriter showing the “Ranking of Life Insurance Companies” by Insurance 
in Force as of January 1, 1942.” 


300 companies by insurance in force for 
The National Underwriter has reprinted it in pamphlet 



















i 
Deano Cp te > . se ° I 7 ° 
Prices for these pamphlets are as follows: The National Underwriter, 
xan $3.00 3M........ 35.00 , 175 W. Jackson Blvd., Chicago, Ill. 
200 5.00 4M........ 44.00 errr er er copies of “Ranking of Life Insurance Companies by 
500 a rr 52.00 j Insurance in Force as of Jan. 1, 1942.” 
1M $15.00 — e Enclosed is $...... cvaaa eee : 
2M. ....... 25.00 per M. 8.00 PUNE X cvdcine enack Mae pede dea SANE AR AG Rw ee wae wae Aaa Ree 
I 
* (Your company’s name printed in bold type at an l PINRO es Ses sao teats oa ae ole cen oh eee EU wy rete cate av RSTO prea g rs nae ee ocisvecae: eevee evee 
additional charge of only $5.00 on orders for 1,000 1 RORY 38 ees us hates teas rede tae out eu ciiouehe tn Cae eee Otte rea eo ere cecee ° 
or more.) I ; 
Shipped f. 0. b. unless cash accompanies order. 


























LIFE INSURANCE EDITION 


A. E. McKeough, Occidental Life. Cal., president Illinois Association of Life 
Underwriters, and James H. Brennan, Fidelity Mutual, president Life Agency Man- 
agers of Chicago, are making plans for the Illinois association’s annual meeting in 
Chicago, April 17-18. Mr. MeKeough has arranged an interesting session for local 
association officers on April 17. Mr. Brennan has appointed Earl M. Schwemm, 
Great-West Life, Chicago, to arrange the program for the Life Agency Managers 
section for the afternoon of April 17. Mr. Brennan will preside at the dinner 
meeting which will feature Arch Ward, sports editor Chicago “Tribune” as speaker. 
The Chicago Association of Life Underwriters will sponsor a sales congress on 
April 18. 


Fourteen past presidents were guests of the Minneapolis Association of Life 
Underwriters at a banquet at which Ellis J. Sherman, Penn Mutual, current president. 
presented each with a plaque as a reward for their work. Left (front to back) are 
Byron Timberlake, Prudential; Orren Edwards. Equitable Society; Roy A. Lathrop. 
State Mutual; Paul Dunnavan. Canada Life; A. B. Dygert, formerly Northwestern 
Mutual; and W. W. Scott. Lincoln National. Right (back to front) are W. S. Leigh- 
ton, New York Life; A. R. Hustad, Northwestern National; O. I. Hertsgaard, Mutual 
Trust; J. W. Godwin, F. R. Olsen and Ralph Hamburger. Northwestern Mutual; 
Harry Miller, New York Life, Detroit, and R. H. Wells, Northwestern National. 











The Chicago Association of Life Underwriters was presented a special “100 
percent” flag and citation by U. S. Treasury Department representatives for its 


outstanding efforts in salary allotment defense bond sales. Left to right: E. R. 
Seese, Metropolitan Life, co-chairman; Norman B. Collins, state administrator; 
Walter N. Hiller, Penn Mutual, president Chicago association; Harold F. Swift, 
state chairman; George Huth, Provident Mutual, co-chairman; and John G. Gallaher, 
deputy administrator defense savings staff. 
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Pacific Mutual Life’s service flag with 58 stars is now flying over the home office 
in Los Angeles. The flag was presented to President A. N. Kemp by a group of 
women from various departments on behalf of the home office and field staffs. 
Pacific Mutual men in U. S. service are scattered half-way round the world, from 
the bastions of Bataan to the base on Iceland. 

Left to Right: Jane Roberts, Betty Neuser, Wanda Spoon, Barbara Medler, Louise 
Fortmueller and Cleora Hendricks. 


Two past presidents of the Minneapolis Association of Life Underwriters were 
among those awarded plaques for services rendered, by Ellis J. Sherman, Penn 
Mutual, left, current president; Harry Miller (center), New York Life, Detroit, 
president during World War I, 1917-18, and Byron Timberlake, Prudential, president 
1902-03, and still playing an active part in life insurance. Mr. Miller was principal 
speaker at the meeting attended by over 200. 


The advertising and publicity depart- 
ments of the Aetna Life companies have 
been combined with Stanley F. Withe, as 
head of the enlarged operation. Until 
now he has been publicity manager of 
the casualty, surety, fire and marine de- 
partments, 








On 
Repucep to its simplest personal terms, that is what ‘ UR 
we are fighting for. : oe 
The victory will “take winning” but it will be won. . ) 


For America is strong . . . strong in red-blooded patri- end th 
otic men and women ... strong in industrial plants . 2,850,000 of your 
equipped to produce the sinews of war ... strong in : members —— 
financial resources . . . strong in the capacity of our people Secioey, 7” 
to work, save and sacrifice . . . and above all else, strong : ” 
in the will of a free people to keep their freedom. _ 


™ a 
E INSURANCE has a 


Another source of national strength is the family secur- [ ; 
ity that the American people have built and are continuing 
to build through life insurance. 


This family security is more important today than ever 
before. It helps to build national morale, and sound morale . : . Thomas |. Park 
among Defense Workers and other home folks, as well as " reesioent 
among our fighting forces, is essential to victory. The 
Equitable Life Assurance Society of the United States 
provides $7,607,000,000 of life insurance protection. 


Life insurance also serves to strengthen the social and “YOUR POLICY” 


economic fabric of the nation through the unceasing flow There is a story behind every life insurance policy...a story of things deep 
of benefit payments. Every hour of 1941 The Equitable paid down in human hearts. The smile of a baby. ..the tender glow in the heart of a 


an average of $23,9 18 in benefits, a total of $209,000,000. mother. . .the pride of a father. In reality, these human things are as much a part 
? " of the annual report of a great life insurance institution as an accounting of the 


A life insurance institution is also privileged to aid stewardship of millions of dollars of policyholder funds. 


the war effort by investing in U.S. Government securities “Your Policy,’’ annual report of The Equitable Society, endeavors to capture some 
lies licen anemia Saallaihie: ails sailed of these human things. It also contains practical illustrations of how best to use 
and Dy providing Capital to industry to produce needcc your present insurance. You may obtain a copy from any Equitable agent or 


materials. The Equitable recognizes an obligation on behalf the Society’s home office. A copy is being mailed to all policyholders. 


of its policyholders to direct a large part of its funds into ; 
Government securities. Between the attack on Pearl Har- — . —___ SUMMARY OF ANNUAL STATEMENT nl —_—— 
bor and the year-end, The Equitable acquired $88,500,000 WUE NEW TORR Pawnee sea rn 3] 
of U.S. Government obligations. Supplementing financial ASSETS 1941 
aid to Government, The Equitable has $1,491,500,000 at 82,957,111 
work in industry and business U.S. Government Obligationst 407,120,949 
Eee ‘ ines Public Utility, Railroad, Industrial and other 

Bondst : 1,450,909,407 

Preferred and Guaranteed Stocks........... 46,619,388 





By promoting individual thrift, life insurance is support- 
ing the Government’s program for reducing non-essential Pome 391.075 
spending and paving the way for increased war production. Mortgage Loans...............+.-.-+++++ 370,267,984 


Equitable agents last year helped 100,000 persons to estab- Real Estate 127,709,871 
q g : I y eed estab Loans on Society’s Policies................ 197,459,611 


lish $306,000,000 of individual life insurance protection. EE ER SONI D 57,200,112 


a ' ‘ oy ay PE wesc 
The protection and cash resources policyholders build ssiosiincuaacinamre sable bade sacs eaneei 


through their policies not only help American families RESERVES AND OTHER LIABILITIES 
withstand financial shocks of the war period but provide a policy _ — —- or $2,546,850,838 
- . ° olicy hoiders »yrepalc Iremiums and unpalc 
a backlog of security to meet post-war readjustments. aadesas ® ns ne " iene " . 29,085,890 


: Be : . RR GRET WH AOE TAKES... o.5 6 c.s-ca. crs. 64.4 ole sores pkios 4,280,500 
Just as every Equitable policyholder will make the ut- Unearned interest, expenses accrued and other ‘ 
most possible personal contribution toward our war effort, liabilinigagiet 5,496,248 

so the management will work and plan with the one objec- Reserve *16t. f 
a I the one objec retiremer 4,039,319 


tive that transcends all else—helping America to achieve Funds sllalted for dividends in 194 34.401.465 
Surplus funds for special contingencies . .%,.. . 7,786,000 


victory. . 
Unassigned funds (surplus) m 108,695,248 
Total Liabilities and Reserves... ... ..; aé., $2,740,635,508 

*Including, time deposits of $99,808. we 

e tIncludigg $5,356,316 on deposit with public authorities. 


PRESIDENT 


THE EQUITABLE LirE ASSURANCE SOCIETY 
OF THE UNITED STATES 


(A Mutual Company, Incorporated Under the Laws of New York State) 


Home Office * 393 Seventh Avenue * New York, N. Y. 


























